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Five Dollars a Year 


It Catches the Customer’s Eye 


[DISPLAY a Champion Spark 
Plug Merchandiser on your 
counter, show case or shelf and 
watch your sales grow. The atten- 
tion value of this handsome cabinet 
is such that the eye cannot miss it. 
You will find customers attracted 
by the Merchandiser asking for 
Champion Spark Plugs who other- 
wise might overlook them. 


602 Avondale Ave. 


And the attention value of this 
Merchandiser is only one of its 
many advantages. It keeps your 
stock of Champion Plugs intact and 
free from dirt. It provides a place 
for every size and type you handle 
and gives you an accurate record 
of your stock at a glance. 

An index chart tells you instantly 
the correct type and size of Cham- 


Champion Spark Plug Co. 


pion Spark Plug to sell to a cus- 
tomer. 
Free Offer to Dealers 

We will send you, free of all 
costs, one of these handsome Mer- 
chandisers with a shipment of any 
one of five different assortments of 
Champion Spark Plugs. You can 
take this up with your jobber or 
write us direct for full details. 


Toledo, Ohio 


Champion Spark Plug Company of Canada, Limited 


Entered as se 


Sept, 19, 1899 atthe post office 


at Chicago, 


at 


pg Under act-Qi March 6, 1879 
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BILLMONT 


ECHANICS KIT—all the socket wrench equipment you'll ever need with but a 
few wrenches, for each wrench takes the entire set (24) of Billmont sockets, 
making 24 different wrenches by merely changing sockets. 

Thus, this Kit of 8 wrenches and 24 sockets will operate to the same extent as 192 
wrenches—and by use of the two extensions that likewise are interchangeable, the utility 
of the line multiplies itself into innumerable lengths and uses. 

Instead of a separate socket wrench for each sized nut, the Billmont principle lessens 
the number of wrenches but increases the number of jobs. 

There's the Master, with its hooked nose; Junior, of unusual strength; Ratchet, that 
operates in !/) inch space; Offset, with upward bend to handle; husky Short and Long Ts; 
Speeder; Rim Brace; Extension 9 inches and 11 inches; Interchangeable screw driver 
attachment, and 24 interchangeable sockets (hex and square), compact and handy in a 
22 gauge metal kit box ready for instant use. As an outfit or sold individually. 

Write for Catalog on Entire Line 


Edgar C.Guthard Co. 361 East Ohio Street, Chicago, U. S. A. 


207 W. 76th St., New York; Phelan Bldg., San Francisco; 336 ~ ag eg Montreal, West; Carlos J 
. Lucas, Sarmientos 643, Buenos Aires, S 


WRENCHES 


with ‘Interchangeable.Sockets 
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Nose piece takes all 
sizes in Billmont 
sockets. 


Sockets are finely 
machined, broached 
and hardened. 
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“Solders Like Magic” 


MODEL 
1921 








y Even 
Better 


Than Ever Before 


We are very much pleased 
to announce our 1921 
‘*‘BACO CARBON-ARC 
SODERW AND.” 


If you want a soldering 
iron that is EFFICIENT; 
that will save you money 
on every job you use it, 


get a BACO. 


Our iron, equipped with 1% inch 

head, absolutely reaches soldering 
temperature in one minute and fifteen seconds. It 
will get red hot in two minutes and thirty seconds. 
Our iron stays hot longer than any other iron, for 
the reason that the heat unit is within the soldering 
head. The heat therefore radiates from within out, 
and as a consequence the last place to lose its heat 
is the outside. For the same reason tinning on our 
iron will last longer, as no heat is applied directly 
on the outside. 





























We take this opportunity of announcing our 1921 
price of $18.00 on our standard “BACO CARBON- 
ARC SODERWAND.” If you want a soldering iron 
for less money, do not consider a BACO; but if 
you are looking for an iron that will give the high- 
est service in the least time, order a BACO from 
your nearest jobber. 


Detailed information may be had upon request. 
SPEED AND EFFICIENCY is our slogan. 


Baco Electric Co. 
Bode, Iowa 













MOTOR AGE 














UNIVERSAL 
BENCH VALVE LATIIE 
PATENTS PENDING 


A.C. SAVIDGE GO. 
INDIANAPOLIS 
USA 








Will reface hardest 
steel as well as cast 
iron valves—true and 
positive Lathe attion 
—High Speed steel 
cutter. 
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SAFETY 











REAMER 


‘ Manufactured By 
-SAVIDGE COMPANY-INDIANAPOLIS U.S.A. 


























Cuts like carpenter’s 
plane, cannot gouge 
or chatter. Depth of 
cut is positive and not 
dependent on _ pres- 
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Valve Lathe 


Will true and center warped or imperfect 
valves either hard steel or cast iron. Cutter 
knife of high speed steel retains cutting 
edge almost indefinitely. Better than ma- 
chine lathe as speed is hand controlled. In 
many instances labor saved on a single 
valve grinding job will more than pay for 
the tool. List price, $15.00. Discount to 
Dealers. 


SAVIDGE,, Reamers are constructed on 
plane principle. Block is equipped with high 
speed steel cutter, removable for sharpen- 
ing and readjustment. Cutter set in proper 
position and entire tool tested before leav- 
ing factory. Cannot dig in, ridge or chatter. 
Guide Stems interchangeable. List price, 
$20.00. Discount to Dealers. 


Guarantee 


ALL SAVIDGE Tools are carefully constructed and are absolutely guaranteed by the 
Manufacturer for a period of one year against defective workmanship or material. 


Write us or ask your Jobber. 


ECLIPSE MANUFACTURING CO. Indianapolis, U.S. A. 
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Piealors and Manufacturers See Early 
Business Revival at Chicago Show 

















































HICAGO, Jan.. 29.--The opening of the Chicago 
show finds the trade and industry looking cheer- 
fully toward an already discernable resumption of 

business and grimly determined that cars must and will 
be sold during 1921. 

The opening of the doors at 2 o’clock this afternoon 
found a great array of dealers and factory executives in 
the Coliseum and Armory, studying the “feel” of the 
first-day crowd which thronged the buildings. With a 
nasty turn to the weather, a misty, rainy afternoon and 
evening, the first-day crowd was nearly equal to that 
of a year ago and the interest on the part of the public 
was keen. Some sales were made, but first-day sales are 
never of much value in estimating conditions.- More 
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Show Decorations Emphasize Utility oF Motor Car 


The Chicago show abounded in color this year. The view taken from the balcony shows how the floor was divided into 
four major groups. Here was assembled in gallant array all that the industry had to offer 


than any other factor, the students of 
the industry are keenly observant of 
conditions as they are reported from 
the sections from which dealers come, 
and factory executives are also watch- 
ing ome another, and interviewing parts 
makers, in an effort to sense the degree 
to which business has already picked 
up and how rapidly it maye be expected 
to come back. 

Notes of pessimism are few, and where 
they are sounded it generally is by some 
individual dealer’ or company whose 
frame of mind is normally of a sombre 
sort or who is affected by conditions 
peculiar to the individual case. 

Not of minor importance is the result 
gleaned from a study of the shows al- 
ready held, in New York, Philadelphia, 
Cleveland, Milwaukee, San Antonio and 
a few other points. Every show thus 
far has brought encouraging reports. 
The shows have brought out the public, 
which once again pays admission to see 
the products of the industry. The crowds 
net retail sales and many prospects, and 
the dealers show a strong disposition to 
keep rolling the ball of business which 


has been given impetus by the shows. 
With the number of shows thus far 
held, and with the opening day “feel” 
in the Chicago exhibition, there is no 
hesitancy on the part of the dealers in 
believing that a properly promoted motor 
show in any. normal city will give busi- 
ness a good start. The next step is to 
keep business moving, and it is this and 
the problems therein that concern the 
trade and industry at the Chicago show. 


WHEN WILL SALES VOLUME 
RETURN? 


There are several questions generally 
in the minds of those who are studying 
things at the show. The most important 
is: When will sales come back in vol- 
ume? To answer the question without 
reservations and interpretations is diffi- 
cult, but generally the belief seems to be 
that the return of business has already 
begun and that it will increase in a 


‘ gradually rising scale. 


As to production and sales in 1921, 
estimates center about 1,500,000. In 1920 
the figure was about 2,000,000 for passen- 
ger cars, and in 1921 it is the opinion 





that close to 1,000,000 cars will be nec- 
essary to replace those which are wear- 
ing out. The margin which may put the 
total above or below 1,500,000 is the new 
car market and the extent to which it is 
affected by general business conditions. 

It is this general business condition 
which causes greatest concern. It is 
admitted in the first place that buying 
of no merchandise can reach volume 
unless the country has money with 
which to buy, and it is conceded that 
much of the slowness today is because 
of a shortage of money rather than a 
lack of desire for new Cars. 

This is considered to be evidenced 
from the fact that the sales resumption 
has been more in the cars from $1200 
and $1500 up than in the cars below 
$1000. Students of conditions reason that 
the sales of low-priced cars and used 
cars below $500. were formerly made to 
people of small incomes, and factory 
workers, who, before high wages and 
prosperity came, had not the means for 
buying cars. The period of prosperity, 
however, gave thousands of these people 
a cash margin, which enabled thousands 
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of families to acquire low-priced new 
cars and used cars. But as soon as busi- 
ness took an adverse turn, the man of 
small income lost his margin of money 
entirely and he disappeared from the 
market as a potential buyer. 

The buyer of $1500 cars also bought 
on a surplus margin of money, and, 
while this has been decreased it has not 
been wiped out. The same applies to the 
buyers of all cars above $1500. In other 
words, when the shrinkage of incomes 
came, the cheap car buyer’s margin was 
almost entirely wiped out but the margin 
of the higher-priced car buyer was left 
sufficiently intact to permit purchasing 
if he so desires. 

Buying in the lower-priced fields is 
slower in resuming than in the higher- 
priced fields, and this doubtless will 
continue to hold good.. The sales vol- 
ume in cheap cars will come back fairly 
rapidly when business resumes generally, 
when work is more plentiful, when 
workers and small-salaried people adjust 
themselves to the new conditions, and 
when these people, on the new basis, 
once again begin to acquire a cash sur- 
plus or at least_an assurance as to the 
future. 

This assurance as to the future, which 
may well be expressed by the word 
“confidence,” is regarded as a most im- 
portant factor in the situation. Its 
absence is having a dilatory effect on 
even the higher priced cars, and for this 
reason: There are thousands of pros- 
pects who can buy cars at any price 
today if they so desire, but, as is the case 
with business houses, individuals are 
hesitating to part with what money they 
have until they can see some assurance 
of a steady in-flow of additional money. 
The public generally seems to feel that 
it is best to keep its cash resources in 
hand until it is fairly sure it isn’t going 
to need it in the emergency. There is 


a general feeling that we are well on. 


the way out of the emergency, and some 
buying has began, but it will take from 
30 to 60 days before the public generally 
makes up its mind as to the future. 
There is a general feeling that business 
should be well under way by April 1 and 
that an improvement in general condi- 
tions, plus the return of warm weather, 
will mark a fair volume of sales. 


WHEN WILL MANUFACTURE 
RESUME? 

As to a shortage, if spring brings a 
good demand for cars there undoubtedly 
will be a rather brief period in which 
orders will run ahead of deliveries, due 
to the fact that the industry is very 
cautious in getting under way. A man- 
ufacturer, who has shut down, as many 
have, does not want to assume the bur- 
den of production until he is assured he 
will not have to again reduce production 
and thereby increase his costs on the 
car. 

A second question is: When will man- 
ufacture resume? About the only an- 
swer is that manufacture will resume 
after sales have resumed. In other 
words, the factories will get under way 
when the dealers say they are ready— 
and not much before. There is no use 
making a lot of cars and stacking them 
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A close-up of one of the groupings of 
white pillars which stood out in bold 
relief against the cars 


up in warehouses; that has been tried 
before and the results are decidedly un- 
satisfactory. Wherefore, manufacturers 
are keeping in the closest touch with the 
dealers in an effort to determine the 
proper moment to start the wheels again. 

Some of the factories are running on 
pretty good schedules right now, while 
others have a stock on hand and in the 
hands of dealers that is a bit bigger than 
might be desired. Several factories plan 


' prices come down? 
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to resume in a limited way within the 
near future, and the end of the month 
should see nearly all the plants operat- 
ing at some percentage of normal 
capacity. The resumption will naturally 
be gradual. 

A problem that is receiving close atten- 
tion is that of parts manufacture. The 
parts man can’t begin until he gets 
specifications. A steering wheel man 
who should be making 2400 a day is 
making only 400. Many parts factories 
must have some time after receiving 
specifications before they can deliver, 
and this cautiousness on the part of the 
car maker is the factor which is likely 
to cause whatever shortage there may be 
in the spring. 

There is a general belief that the end 
of the Chicago show will be followed 
by the release of a considerable volume 
of parts orders by the car makers. 


WHAT ABOUT PRICES? 


Another annoying question is that of 

prices. Should prices come down? Will 
Will prices go up? 
Would price reductions bring sales? If 
prices are ever going to be lowered, 
when will they be lowered? Must they 
be lowered before volume of. sales can 
return? 
‘'The opinions vary, but the most prev- 
alent opinion is that price is not the 
obstacle to present day sales. Sales 
are being held up by a lack of money 
and a Gautiousness about. spending, 
rather than by any “strike” against 
prices. There are some prospects, of 
course, who can buy later as well as 
now ‘and who undoubtedly are holding 
off to see what prices will do, but the 
run of opinion is that these so-called 
“strikers” are but a small percentage 
and that even these will buy if they can 
be convinced that no great price reduc- 
tions are likely. 





All the attractions were not in the main building as this picture of the Armory will 


show. 


In here were displayed cars like the Lafayette, Mercer and Dorris 
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The Chicago Show from the Statistician’s 





Viewpoint — 
Engine Characteristics— Body Styles—Gasoline 
General Statistics Gasoline Cars Cars 
Total Exhibitors...... 275 | Two-cylinder ........ 1 | Open cars ........... 144 
Car Exhibitors ...... 80 | Four-cylinder ......: 71 yn wel pass. 35 
Gasoline ten eeeeens 17 | Six-cylinder ......:.: 166 yer ee gq ESE 19 
Electric ........... 3 | Eight-cylinder ...,... 27°] 6-7 pasé.®......00. 30 
Accessory Exhibitors. 195 | Twelve-cylinder ..... 2 | Enclosed. cars........ el 
Cars Exhibited ...... 278 | Water cooled ........ 269 Coupes-—2-3 pass. .. 
errr 271 | Air-cooled ...:...... 9% Sedans—4-5 pass.... 60 
: Other closed 6-7 
MONO 2h Go ick oe 63 6 Tappet valve ........ 271 Bh,” shin siokexs 29 
Steam ............. 1 Sleeve valve ......... 10 
ag me Chassis Ex- - Revelving disk valve. ... Wheel Styl meee 
wer eennesy es Valve-in-head ........ 77 and Electric Cars 
Four-wheel Brake ... ... Oe RE Cee 168 Wire wheels ....... 52 
Dhak |. Becta 12 Disk wheels ....... 49 








Artillery wheels ... 165 








The money shortage and the disturb- 
ance in incomes are considered more 
potent factors than price itself. There 
are, it is true, some dealers who believe 
a general reduction in prices is neces- 
sary, but when these are asked if they 
could sell cars providing the price were 
reduced their answer, after reflection, is 
that probably any price reductions such 
as might be possible would not make 
sales enough to make the cuts worth 
while. 


SELLING IS NECESSAKY 


The idea of the public—when it has 
any—as to price cuts is that cars gen- 
erally should be cut from 30 to 50 per 
cent, and, since this obviously is impos- 
sible, the only alteffiative is to hold 
prices where they are and let sales con- 
ditions become stabilized. As a general 
rule, the prospect who is holding off 
because of price is merely waiting until 
he is sure the market has reached bot- 
tom, and he will never buy until price 
fluctuations cease and there has elapsed 
a period of stable prices which indicates 
that the market has reached bottom, 
temporarily at least. 

The industry’s principal problem now 


One of the most striking exhibits at the show 
this year was the new Ansted-Lexington 
speedster at the right. The other view shows 


is to get business started, and it is gen- 
erally conceded that more price disturb- 
ances would not start things. Instead, it 
would more likely delay the resumption 
of buying. 


That is the way students of conditions - 


generally dispose of the question as to 
whether prices “should” be reduced at 
this time. In fact, some assert that the 
greatest stabilizer and restorer of con- 
fidence we could have at this time would 
be an increase of about $50 in the price 
of the Ford. So many. people consider 
Ford as the leader in industrial eco- 
nomics that an upward tilt in Ford prices 
would sell thousands of prospects on the 
idea that car prices have reached bottom 
and may, if anything, go upward. 


THE WELL KNOWN FARMER 
Back of it all lies the firm belief of 
the leaders in the trade and industry 
that a great requisite at this time is sell- 
ing and plain hard work. The public 
must be sold on the fact that cars are 
worth their prices, that a car is essential 


to a family’s well-being, that delay in’ 


buying is more harmful than beneficial 
and that the car the dealer sells, plus 
the dealer behind it, is value for the 
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money and a sure source of satisfaction. 

The farmer is getting a lot of attention. 
There is; however, arising a belief that 
he has “buffaloed” the country generally 
as to his ability to buy things. He has 
been holding his crops for higher prices 
at a time when every one else is taking 
his losses on a falling market. It is 
daily becoming increasingly more diffi- 
cult to see why the farmer should be 
given’higher prices when labor, manufac- 
turers and merchants are adjusting at 
a loss. 


In fact, it is stated by travelers that 


, there is a noticeable loosening on the 


part of the farmer. The banks are bring- 
ing pressure to bear on him, and some 
of the grain is beginning to move. It is 
not as though the farmers generally had 
had a long, lean period. They have made 
money during the last few years, and 
now, with some loss necessary, the out- 
cry has been great. One man at the 
show stated that if the farmer would sell 
some or all of his grain at today’s price 
he would have money enough to buy a 
great many things, even if he didn’t have 
as much as he had previously anticipated. 


GOOD BUSINESS IN 1921 


With all these factors taken into con- 
sideration, the general opinion as the 
show opens is that most of the mysteries, 
questions and problems will disappear 
within a short time. This year will, the 
dealers and manufacturers believe, be a 
fairly good year, although not by any 
means phenomenal. Things. are even 
now getting under way in all lines, and 
the gain should increase week by week, 
and when all industry gets back the 
motor car business will be back too. 


Meantime the big effort is to be made 
in the shows, which before now have 
saved the industry in some trying 
periods. The show circuit during the 
next few weeks will do a great deal to 
start things moving, and a proper sales 
effort in the weeks that intervene be- 
tween the shows and open touring 
weather will aid materially in keeping 
things rolling. 

That competition will be keen is not 
denied. That hard work will be neces- 
sary has already been learned. But the 
big point is that cars are going to be 
sold in 1921, beginning soon. As one 
man said: “You can’t stop an industry 
that won’t be stopped.” 


the new body design of Paterson, wherein 


the front panel is relieved by a bead 


. 
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The Salon held at the same time as the show was put on at the Hotel Drake. 


MO-TOR AGE 


Some new models were on exhibition here, among 


them the eight-cylinder Duesenberg and Kenworthy, the only ones having the cylinders in a line 


Salon Displays Two New Cars 


Ambassador Seen for First Time and Sterling-Knight 
Makes Its Chicago Debut 


HICAGO, Jan. 29—From the stand- 
point of new cars and models, the 
Chicago show does not present anything 
which is strikingly new to the industry. 
The show from all trade standpoints is 
a business exhibition and while the gen- 
eral public has the opportunity of view- 
ing the 1921 models in a group, there 
are no makes or models shown with 
which the trade has not been made 
familiar through Moror AGr’s review of 
the New York show and during the year. 
The Salon which is in progress at the 
new Drake hotel offers from the novelty 
standpoint far more than the Coliseum 
and the Armory where the regular show 
is in progress. The Ambassador, a new 
product of Shaw of the Yellow Cab Mfg. 
Co., is exhibited for the first time and 
the Sterling-Knight, a car designed by 
Arthur Sterling, former engineer of the 
Stearns company, makes its first Chicago 
appearance, although it was exhibited at 
the show in its home city, Cleveland. 
Other than these the exhibits’ at the 
salon closely paralleled those of the 
Salon held in New York during the Fall. 
Hotel exhibits, outside of the salon, do 
not offer any novelties, . the, exception 
being the Winther car, made. by the 
Winther Motor Sales Corp. in the same 
factory and with the same manufacturing 
organization as the Winther truck. This 
car, which has been under consideration 
for over a year, is shown for the first 


time at the Hotel Sherman, It is an 
assembled Six incorporating Herschell- 
Spillman engine, Warner gearset, West- 
inghouse electrical equipment and put 
out in touring form. 

The new Ambassador car sells in -the 
$5000 class, the exact price depending 
on the body type of which there is a 
wide line. It is equipped with a twelve- 
cylinder overhead valve Weidely engine, 





this unit being cast in blocks of three, 
two pairs of blocks mounted in the usual 
V-arrangement. The other units incor- 
porated in the assembly are the Brown- 
Lipe gearset and clutch, Timken axles, 
Thermoid universals, Westinghouse light- 
ing and starting, Philbrin ignition and 
full equipment. The car is sold in Chi- 
cago through Esch and Hammond. 


(Concluded on page 31) 


A close-up view of the engine, etc., of the 

Duesenberg. The car also is featured by 

brakes on all four wheels. Needless to 
say, it js very fast on the road 
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well designed and built car 
especially suited to high 
speed work. The car at the 
right is the Winther, un- 
der consideration for over 
a year. 

From a_ body standpoint 
the real interest at the 
show is at the Salon where 
the body specialists like 
Fleetwood, Rubay, Graff, 
C. P. Kimball, Smith- 
Springheld, Willoughby 
and others have exhibits on 
the higher-priced Ameri- 
can and a few foreign cars. 
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-* Altractions at the 
Salon 


HE closed model shown at the left 
‘is the Ambassador, which sells in 

the $5000 class. It is equipped with a 
twelve-cyilnder Weidely valve-in-head en- 
gine and is a product of the Yellow Cab 
Co.; Chicago. Just below it is the snappy 
looking and extremely fast Duesenberg 
roadster, fitted with an eight-cylinder en- 
gine. The car in the center of the page 
is the new Sterling-Enright, which made 
its initial appearance in its home cty, 
Cleveland, a short time ago. On this car 
a flat panel along the top of the hood 
gives an unusual and striking front, break- 
ing the stereotyped straight line of the 
bonnet edge. Below it is the Meteor, a 
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HILE it is true that body styles Have 

not changed materially during the 
last year or so, it is interesting, never- 
theless, to see how various makers of 
motor cars have attempted to solve some 
of their common problems. 

Makers are pretty well agreed, for in- 
stance, upon the selection of fitments for 
the instrument board, but by glancing 
over the various sketches on the next 
pages it becomes apparent that all are 


Some Seating Arrangements of American Cars 












Interior fittings and ap- 
pointments of the large en- 
closed cars are becoming 
more and more complete. 
One would hardly think 
that improvements over 
last year’s body styles were 
possible. But upon wit- 
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not agreed as to the method of group- 
in motor car appointments, the same as 
we have styles in clothes. Tops, wind- 
shields, etc., are pretty much the same 
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generally speaking, but close examina- 
ing them. In other words we have styles 
tion will reveal mary small differences 
in the various makes. 


On the following pages Moror AcE 
gives. its readers a number of pen 
sketches made from some of the cars at 
the Chicago show and which will give 
some idea as to how the makers are con- 
testing with one another to give the most 
fastidious buyer what he wants. 
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nessing body styles as shown above 
one realizes the advancement being 
made in the art of body conatruc- 
tion. The LaFayette, above, and to 
the left, contains in the compart- ~ 
ment back of the driver's seat, the 
spare seats and above them small 
cabinets or compartments to accom- 
modate such articles as a kodak or 
theermos bottle. The Chalmers se- 
dan interior shows the large square 
windows and the arm rest for the 
occupants. Below is the seating ar- 


rangement in the Marmon speedster. 
























14 MOTOR AGE February 3, 1921 


Looking: Inside the Closed Models at the Show 
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Many of the closed cars A ——. 
are featuring arm rests this yrs 









year. This shows one on -” 
the Briscoe 

































One of the features of the Jordan closed car is oe Be 


the skylight and ventilator in the top 


Below, the ton- 














y OER: neau light on the 
Y ] new Studebakers 








Below, revolving seat on 


Above, how the auxiliary : 
seats of the Stevens Duryea the Premier 
fold into position. Before 
the seats can be raised they 
must be withdrawn from 
underneath the front seat 
in the folded position 





Practically all of the closed cars now have 
heaters. This shows the control lever for the 


heater on the Oakland coupe 





HERE has been a steady refinement going on in the appointments of the sedan 
and coupe models of the various American car makers until to-day it is possible 
to meet practically every taste of an exacting public. Seating arrangements gen- 
erally speaking have not been changed very much, but items like upholstery material, 
method of carrying equipment, window control devices, ete., have received much 
attention. There has been a steady progress made to get-more comfortable seating 
arrangement by the use of arm rests, deeper upholstery and a better balance has 
been struck between front. and rear compartments. Many ingenious methods have 
been evolved to hide the auxiliary seats in seven-passenger models, when the seats 
are not in use. Practically all of the more expensive closed models carry fitments 
like flower holders, vanity cases, heaters, ventilators, silk curtains, in fact, enough 
devices to almost equip a small bungalow. 












































How the auxiliary seats of the Case fold 
out of sight when not in use 








Arrangement of robe rail and tonneau light on the Westcott 
The Hudson sedan abounds in many novel features. Here is 


shown the glass partitions, glass control lever, robe rails and 


telephone 


Safeguarding. 192 
y 








Gearshift lever 
lock on Paige 








Above, position of the 
lever lock on the Lincoln 
Left, the accessible position 
of the transmission lock on 


the Chandler 





The Studebaker which uses 


an amidships transmission 


type of gearshift lock 
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Left, the door construction in the Dort sedan. Right, com- 
fortable seating arrangement of the Pierce-Arrow four-passen- 
ger sport model 

























MaProbably one of 
z) the most conveni- 
ent locks is the 


a slightly different Marmon 


GOOD many of the makers have realized that the trans- 

mission affords one of the best places to put on a lock 
and to that end have equipped their cars with locking devices 
that are an integral part of the car. Probably one of the 
most accessible lock of this kind is that on the Marmon. 
This is at the extreme top of the gearshift lever. Most of the 
others are at the lower end of the gearshift lever, either at 
the side or on top of the ball housing. Covers usually are 
provided to keep dirt out of the lock. 
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Refinements. Seen in Windshield Construction 


INDSHIELD construction is being 

noticeably affected by the thoughts 
and ideas applied by the makers. We 
have seen in the past many designs 
where the only thought incorporated in 
the construction was to deflect part of 
the wind from the driver, with never a 
thought about taking care of the rain. 
Large gapping air holes in the wind- 
shields were very common sights with 
many windshields. The comfort and 
practicability of the windshield as well 
as its artistic harmony with the remain- 
der of*the car are now worked out to 
completion in a great many of the cars, 
and a few of these are shown in the 
accompanying columns. Some of the 
latest thoughts in connecting with wind- 
shield construction are: to make the 
lower glass solid and immovable and to 
provide for the ventilation with cowl 
ventilators, to provide an absolutely 
tightly jointed shield both at bottom and 
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The Pierce-Arrow windshield is 
cleverly and artistically worked out. 
The bracket is slender in appear- 
ance and does not present a cum- 
bersome appearance 
































A very neat study in enclosed car bodies 

is the Apperson sedan shown here. Very 

plain in outward appearance, its general 
square lines are carried throughout 
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the rear section. 














The Marmon 
windshield is 
fitted tightly 
in conform- 
ance with the 
body curve at 
the cowl. The 
body lines do 
not break at 
the wind- 
shield but 
continue from 
radiator on to 


Above and to the left may be 

noted the sun shade as applied to the Hudson 

enclosed cars. This shade serves effectively also as 
a rain and snow shield 
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To the left and above is the Jordan shield. The glass, both upper 

and lower, is square, a feature which is very good from the 

service man’s angle, for it renders replacement easy. The lower 

glass is fitted closely to its body support, making a good tight con- 

struction. The Lexington sedan above uses the tapered door idea 
where the door fits to the windshield line 
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The Jordan cabriolet, a new model for this. company this year, 
carries out in modern lines the characteristics of old English coach 
work. A sunshade is incorporated with the windshield 


top thus excluding all rain from the 


‘driver and the instruments; the applica- 


tion of sunshades especially to enclosed 
jobs. ? 

An invention, introduced on the Stand- 
ard Hight.some}:years ago, is the. wind- 
shield construction where sidé@ glasses 
are fitted to the bracket, which construc- 
tion is now seen on the Paige, the Am- 
bassador and the Standard. A valuable 
feature of this construction is that the 
side curtains may be neatly fitted to the 
vertical portion of the bracket on the 
hinge line of the front door which makes 
for not only a good looking curtain but 
a water tight joint. 
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Upper left: The windshield used on the Premier 
closed cars is of a very peculiar construction. The 








outer glass being separated from the inner glass 
with an open space between the two is a means to 








keep the front shields clean of snow 


Above: The Cadillac closed car uses large square 
shaped windows 





Peculiar shaped fins are a part of the Columbia 









top. Similar characteristics may be noted on the 
tops of many of the cars 





Accessibility Keynote in 
Position of Tool Kit 


The National utilizes the left front 


_ door as a kit for the tools 
| rena 2 


Sanne A 
In the Packard the tools are carried @ Pi. 
in a pocket at the left side of the ®S = 
WL 


front compartment under the cowl SS s 








The Fiat has its tool kit 
placed in the left front run- 
ning board as shown above 

















































In the Ansted roadster, the tools are t , 
carried in the small sliding drawer | 
located in the after part of the body 
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Where They Have Put the Control Levers 
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Right, the gearshift and brake lever am, 
on the Jordan. This is a case where the 
brake lever does not drop beneath the 
instrument board when released and is, 

therefore, easy to reach 


On the Chalmers the brake lever, shown in the sketch at the left, 

while it extends perhaps a little far under the instrument board 

when released, has, nevertheless, the advantage that it is out of 
the way and gives more room in the front compartment 
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\ \ Neat arrangement of the instruments on 
the dash of the Pierce-Arrow. Clock, 


speedometer, ammeter, oil and gasoline 










gages are under one cover 


STUDY of the gearshaft and brake lever loca- 

tion on the cars at the show indicates that there 
are both good and bad types of installations. Many 
of our brake levers have the objection that when . 
in the released position they are so far under the 
instrument board that they cannot easily be reached. 
Also, some of the levers just barely clear the bot- 
tom of the board with the result that the operator 
On some of the cars the brake lever is made still more inaccessible often strikes his knuckles on the sharp edge of the 
With left hand board. Often an otherwise good installation is 
marred by twisting the gearshaft lever into such a 
shape that it interferes with ready access to the 
\ brake lever. On cars like Premier, 


\ A ab which uses a magnetic gearshaft, the 
“6 


\ : 
i cart //«47/  problem becomes much simpler, because 


in this case the gear lever is entirely 
) displaced by a small lever on a quadrant 
placed on the steering gear. 


by curving the gearshift lever as shown above. 
drive this layout especially is not all that could be desired 





To the left is shown the instrument board 
and control lever arrangement on the 
Haynes. Both brake and gear lever: are 
very accessible on this car. On a job of 
this kind it is essential, of course, that the 
brake lever does not come so far forward 
that the driver will jamb his fingers 
between it and the dash 
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On the left is the lever layout on the 
Peerless, while at the right is the 
fe ef neat arrangement of the brake and 
' gearshift lever on the Lexington 


Pre 



































Marmon sticks to its mahogany 

instrument board on which are 

mounted five units under a single 
glass covér 


Triangular grouping of the 
instruments on the Lexing- 
ton. By centralizing the in- 
struments in this way they 
are easier to read. This 
group includes speedome- 
ter, ammeter, oil gage, ig- |! 
nition switch, light switch 


and dash light 


The oval-shaped instruments on the 
Lincoln are especially distinctive 





Above, the neat layout on the 
Lafayette instrument board. Below, 
the full array of instruments on the 
Locomobile 


; N the old days it was common for the makers of motor cars 
to scatter their instruments all over the dash board without 
rhyme or reason. But a glance at the groupings on this page 
will show that styles have changed and car makers are central- 
izing their instruments, which not only works out better from ~* 
production standpoint, but makes it easier for the driver to 
watch the instruments. Locomobile undoubtedly holds the 
record for having the greatest number of instruments on the 
board. There are all sorts of styles to the instruments them- 
selves varying from the conventional circular types to the oval 
and triangular. When the instruments are located under a 
single glass as in the Marmon and Lexington, the job of keeping 
them clean becomes a relatively simple matter. 
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Modern Fuel Demands Properly Applied Heat 
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Upper left shows a hot air stove 























as used by Haynes 


Upper right: The combined wen 
stove and hot-spot as used by the = 
Pierce-Arrow - 





Left: The hot-spot of the Hup- 


mobile causes the fuel to pass 
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over a heated plate which is a 





part of the exhaust manifold and 
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is bolted over the intake manifold 

Right: Two hot-spots are used 

on the Nash Four. The gas 

passes thtrough a cored passage 
in the exhaust manifold 





On the Paige the intake passages are 

drawn into a chamber located directly over 

the exhaust manifold. The fuel is drawn 

over this hot surface and is heated to the 
vaporizing point 


HE benefits resulting from hot-spotting are many, among 
which may be mentioned better idling, better acceleration, 
better engine economy throughout a wide range of speeds, less 
crankcase dilution, and a better feel to the car when driving it. 
Hot-spotting is accepted as the cure for the evils resulting 
from the use of low gravity fuel. It has been the general 
belief that present day fuel is a low grade fuel when as a 
matter of fact it is a high grade fuel. The only connection 
that modern automotive fuel has with its comparative degree 
of lowness is its gravity, which after all means nothing. How- 
ever, if the engineer does not take the proper steps to properly 
use this modern day fuel his difficulties are many and the 
woes of the car owner are greater than the troubles which 
beset the engineer. Consequently we find that more and more 
cars are using some means of hot-spotting the manifold. 
The types of hot spots used vary greatly in their makeup bs 
but all aim at one general purpose, namely; the heating of * 
the fuel without heating the air, thereby making the fuel more 
In this construction the fuel film is caused volatile, and aiding in the final gasification of the fuel, and the 

to pass over a vertical heated wall and it ’ " 
“iin tn asad thar this taitiie of tha tend air as it enters the cylinders. The difference in specifie gravi- 
ties of fuel and air is the underlying basis on which the plan 


is also heated. This construction is used 
on the Maxwell of operation of all hot-spots is founded. But it is a mistaken 
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In this interesting adaptation of the hot- 


spot, used on the Grant, the vertical por- 
tion of the T section is heated for a short 
distance, at the position where the gasses 
pass through the cored passage of the ex- 

haust manifold 





MG 


The Lexington uses the puddle type of 
hot-spot. The heavier portions of the 
fuel are caught in the grids and held there 
until heat drives them off in gaseous form 


impression to assume because fuel is heavier than air that the 
fuel is carried on the outside of the bends of the manifold, 
and if one considers the action of gravel and sand in a con- 
crete mixer the fallacy of this assumption becomes apparent. 
In a concrete mixer the heavier particles always seek the slow- 
est path of travel or the inside of the bends of the fins and 


the lighter portions of the mix are forced to take the outside 
of the bends. With the gasoline and air passing through a 
manifold the action is the same as that in the concrete mixer. 

Many shop made appliances designed to overcome the mani- 
fold loading difficulty resulting from the use of low gravity 
fuel have neglected this important factor. But in the factory 
equipped hot-spots the value of this factor is given due con- 
sideration. In the sketches shown in these columns various 
means employed for hot-spotting are shown. A study of these 
sketches shows that hot-spotting has by no means been stand- 
ardized in its application. 

In the past hot-spotting has generally been carried too far. 
Those who are familiar with large cast iron manifolds in which 
the intake and exhaust are integrally combined have experi- 
encea the large falling off of engine power which occurs during 
hot weather. For every degree that the mixture is heated its 
volume is increased approximately one three hundredth its 
original volume, consequently with a manifold heating the 
mixture 200 deg. or 250 deg. the expansion of the mixture is 
so great that but half of the combustible gas is drawn into the 
cylinder per stroke. In the hot-spots as applied in general 
today this difficulty is very largely overcome; the only heating 
which takes place results in a fuel temperature increase with 
hardly any increase of air temperature. The Nash Four mani- 
fold shown on the opposite page is an excellent adaptation of the 
principle “heat the fuel and not the air.” With this manifold 
the mixture is drawn through a cold passage until the junction 
between the intake and exhaust is encountered. At this point 
a passage directly through the exhaust manifold is reached, 
the surface of which is extremely hot. 

Those who read the report in Motor Age of the tests the 
technical department conducted on a hot-spot will remember 
the ilustrations which depicted the surface distribution of the 
fuel, which is the principle aimed at and corrected by the Nash 
manifold. The fuel in passing through the manifold reaches 









The Marmon uses what is known as a Fry- 
ing Pan type of hot-spot. The carbureter 
is not located directly below the vertical 


portion of the manifold but to one side. 





























the hot surfaces of the cored passageway through the exhaust 
manifold. Since the length of the passage is but a few inches 
the temperature increase in the air is negligible. But the film 
fuel is heated to the vaporization point thus producing a highly 
combustible gas. 

Another and interesting type of hot-spot is the baffled grid 
heated section employed in the Lexington. As the fuel creeps 
along the walls of the mahifold in this type of construction 
the heavier portions are entrained in the grid slots and 
held there until the heat.drives them off in gaseous form. 

So completely does modern hot-spotting take care of low 
gravity fuel that in one of the very latest designs the hot air 
A hot air 
stove has always been considered an essential part of modern 


connection to the carbureter has been abandoned. 


carbureter equipment, but with good hot-spotting the air need 
not be heated at all. 
Lexington. In this car it has been found possible to bring 
the efficient operating temperature of the engine down to 140 
deg. A general feeling exists that an engine must be extremely 
hot in order to burn modern fuel but the development in the 
Lexington shows that this is not so. Reducing the operating 
temperature and at the same time retaining engine efficiency 
is an essential factor in reducing crank case dilution which 
today has become the bugbear of the fuel problem, 


As an illustration of this we refer to the 
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Three Types of Steering Spindles 





Marmon. 


PINDLES as used on American cars 

are of three types, the Elliott, the re- 
versed Elliott and the inverted L. The 
Elliott type of spindle consists of a 
forked joint in which is carried the 
wheel knuckle. A convenient king pin 
secures the knuckle to the forked end of 
the axle. In the reversed Elliott joint 
the knuckle portion is made as a part 
of the wheel shaft with the axle end 
constructed so as to fit between the 
knuckles. The inverted L type of steering 
knuckle makes use of a vertical member 
having at its upper end a horizontal sec- 
tion constituting the wheel shaft. In this 
latter type of joint a thrust bearing is 
used at the lower portion of the vertical 
bolt, the purpose of which is to bear the 
weight of the car. 





Aluminum steps in place of fen- 
these 
This is a step on the 
R & V Knight 


ders are quite common 


days. 


Center—tThe inverted L type of 
steering knuckle as used on the 
This is a simple de- 
sign and permits 
withdrawal of the knuckle from 
the axle beam by merely loosen- 
ing the nut at the bottom 





Left—Steering knuckle as used on the Packard cars. 
type, which is called the reversed Elliott, the wheel spindle is 


part of the knuckle 







the 






of an easy 





—~—_ spindle 





reversed 


Another 

Elliott steering knuckle is that used 

by the Maxwell and has featured 
their construction for years 


example of the 


In the illustrations shown on this page 
the Packard and Hupmobile are typical 
Elliott constructions, while the illustra- 
tion of the Marmon shows what an in- 
verted L-type of knuckle looks like. The 
Maxwell illustration shows a _ reversed 
Elliott type of spindle construction. One 
of the features of the reversed Elliott 
knuckle is that it makes a somewhat 
easier forging as far as the axle beam 
itself is concerned. All types of spindle 
constructions have certain advantages. 
On the inverted L, for example, there is 
afforded an opportunity to drop the frame 
of the car considerably lower without 
having to put a decided crank in the 
axle beam. There are certain service 
features also that make one type of 


Right—Hupmobile is 
a good example of 
regular 
type of steering spin- 
dle . In this case the 
body 
ties the whole struc- 
ture together 


In this 





Elliott 


bolt 


knuckle layout a little better than an- 
other. For example wear in the straight 
Elliott type can be taken up usually by 
renewing the king pin and bushings, 
while with the inverted L it becomes 
necessary as a rule to replace the entire 
knuckle, inasmuch as the pin or vertical 
turning member is an integral part of 
the wheel spindle itself. 

Spindle bearing wear and wear of the 
king pins of steering knuckles have been 
greatly reduced in the last year or so by 
the advent of the high pressure systems 
of oil and grease lubrication which forces 
out the old lubricant and dirt and forces 
clean fresh lubricant into the ‘bearings. 
Makers of axles, too, have made use of 
felt washers, etc., to keep dust and grit 
out of the bearings. Spindle breakage is 
a rare occurrence in modern motor cars. 





The type of running board wherein 
the board is an integral part of the 
Above 


is the running board on the Lexington 


frame is becoming common. 
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The Buckwell bumper which is 
featured by a patented form of 
bumper arms tied together with 


a wood cross bar 


A type of bumper 
gaining in populari- 
ty. This is the Biflex 
bumper attached to 
the Cole frame 


The value of a bumper is realized 

by many car makers and some of 

them furnish bumpers as part of 

the car's equipment. This shows 

the Peerless bumper attached to 
the frame horns 


Kissel 
Both 


ers are 


dard 


ment. 


the 
bumper, 


dard 
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A bumper is espec- 
ially to be 
mended on_ heavy 
cars. This shows the 
U. S. E. bumper 


mounted on the 


recom- 





spring horns of the 
Locomobile 


Bumper 
tached to the 
frame. 
front 
and rear bump- 
fur- 
nished as stan- 
equi p- 
The 
other view 
Buckley 
stan- 
equi p- 
ment on 


at- 


is 


the 
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Many of the new models are fea- 
tured with fenders that extend well 
over the wheel. This is the Packard 


fender 


Bumpers Now Standard 


Equipment on Many 
Makes of Cars 


HE great increase in the number of 

automobiles in our larger cities has 
had quite an influence on the use of 
bumpers. There are on the market at 
the present time probably no less than 
three or four dozen different types of 
bumpers suitable to the lightest roadster 
and to the heaviest sedan. In some cases 
bumpers are made an integral part of 
the car. That is, instead of the bumper 
being added as an accessory, it is built 
directly on the frame horns, usually 
being held in place with rivets. There 
are bumpers made of flat steel, round 
stock, angle-stock, T-stock, etc. Prob- 
ably from a manufacturing standpoint 
the bumper made of flat steel stock is 
the easiest to make. 





A good example of a tight windshield, 
the Lexington 
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Some Features That Will Help Sell the 1921 Passenger Cars 
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1—The layout -of the distributer, water pump and thermostat on the Premier engine. 2—Adjustable spring shackle 

on the Locomobile. 34—Rear fender on the new Oldsmobile Light Eight, showing the tendency on the part of makers 

to extend the fender down over the wheel on a line with the hubs. 4—Hot spots are doing much to assist fuel 

combustion, this shows a sectional view of the manifold on the Stearns-Knight. 5—Front wheel brake construction on 

the Kenworthy Line-O-Eight. 6—How National runs the exhaust pipe down the front of the engine, it keeps the 

front compartment cool. 7—-Gap between fender and running board on the National, it makes it easier to get at t the 
engine. 8—The thermostat on the Lincoln eight. 
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. How the Spare Tire and Wheel are Carried 


Above are shown seven different ways of carrying extra tires or wire wheels. There are as yet no st@mdard methods 

of doing this, but the rear of the car or side seem to be the spots chosen by the makers. A construction that bids 

fair to be popular in the next few years is that where the steel apron over the gasoline tank has attached to it a support 

carrying a dummy hub and on which is mounted the spare wire wheel. Where spare tires and rims are carried the 

usual methods seem to be that of attaching these supports on a cross bar connecting the frame horns or on the horns 
themselves 


Maintaining Proper En- 
gine Temperatures by 
Use of Radiator Shutters 


With the declining grade of fuel it 
becomes more and more important 
to keep engines at efficient tempera- 
tures. One way to do this is by the 
use of radiator shutters. Several 
American cars now have as standard 
equipment shutters, among them the 
Hudson, Essex, Lafayette, Columbia 
and Lincoln. There are on the mar- 
ket also shutters of the replacement 
type that can be applied to prac- 
tically all of the popular makes of 
cars. Most of the shutters run hori- 
zontally, excepting in the Lafayette, 
where they are vertical. On this 
page are shown the radiator shutters 
of the Essex, left, and Columbia, 
right 
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Peerless offered a good example of a high type of merchandising decoration. 
The exhibit could hold thirty or forty people without crowding 


Every Dealer and Distributor Enthusiastic as 
Exhibition Brings Growing Volume of Business 


LEVELAND, Jan. 27—With the fourth 

big show of the year, Cleveland has 
helped New York, Philadelphia and Mil- 
waukee demonstrate that the public is 
coming back to the buying of auto- 
mobiles. 

Sales were made almost as soon as 
the doors were opened here last Satur- 
day afternoon and have continued, in no 
such volume as last year but with 
encouraging steadiness, throughout the 
week. There is every indication that con- 
tracts by the end of the week will run 
at least a little way into the hundreds. 
The trade, both in the city and the dis- 
tributing territory, feels a lot better than 
it did before the show and is confident 
that hard work will bring a volume of 
business steadily growing in satisfaction. 


Get Many Prospects 


Long prospect lists were obtained and 
they contained many names of people 
who do not own cars, which means a 
great deal in this state with a used car 
problem made pressing by registration 
of a.car to every nine persons in the 
commonwealth. Sales, encouraging as 
they have been, would have run far 
higher but for the absolute refusal of 
some of the leading dealers to trade, a 
stand which they took several weeks 
ago and which they feel they must ad- 
here to for some time in order to get 
real profits out of the sale of new cars. 

The attendance was a revelation. There 
was no thought, with the higher gate fee, 
that it would run ahead of last year, 
although the promotion department 
worked night and day and along lines 
that may well be emulated elsewhere to 
get the public into the show. Opening 
in a heavy rain. Saturday. .afternoon, 
which only partially cleared away at 





night, the first day’s attendance ran 20 
per cent ahead of last year. Then came 
Sunday, with 60 per cent more people in 
the show than in 1920 and Monday with 
a net gain of 40 per cent. The increase 
held after that, promising by the end of 
the week to show a net of at least 30 
or 40 per cent over a year ago. 


This show has held up a sturdy pointer 
toward better times but it has done more 
than that. It has presented for the con- 
sideration of the trade, particularly in 
cities where shows are yet to be held, 
some important suggestions in the way 
of making them do all that they can do 
to revive business. The Cleveland Auto- 
mobile Manufacturers’ & Dealers’ Asso- 
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Greatest 





Sheridan made its first appearance at 
Cleveland. The post shows a detail 
of decoration 


ciation increased by 50 per cent its ap- 
propriation for show promotion and it 
staged its best show. For weeks ahead 
things were done to get people thinking 
about the show and when they got there 
there was something to talk about. The 
decorations were brilliant. The arrange- 
ment of cars, not by rule but as a result 
of years of education of the exhibitors 
by the management, harmonized with the 
general scheme and made the public feel 
that it was in a real exposition. 


How the Dealers Put Across Cleveland’s 
Greatest Show 


ERE are some of the things that 
were done: 
1—It was announced in the news- 
papers that there would be_ three 
orchestras instead of one and that the 
leaders would be the city’s most popular 
musical directors. ? 
2—Civic organizations were interested 
to place posters and arrange special 
decorations in the store windows of their 
members if they would—and many did; 
to attach poster stamps to their corre- 
spondence and to call attention of mem- 
bers and out of town correspondents to 
the show. 
3—The interurban and suburban rail- 
roads and trolley lines were induced, as 
in past years, to grant half-fares to ani 


from the show on Sunday and to adver- 


tise it in the newspapers and on car 





cards and attention arresting streamers. 

4—The city was persuaded to permit 
use of light standards in the white light 
district to carry arrows which advertised 
the show and pointed out the route to it 
from-every part of the downtown section. 

5—Two newspaper reader contests 
were arranged, one a puzzle idea and the 
other a car driver’s examination, the 
latter stimulating interest in prospective 
legislation for a driver’s license law in 
the state. The first contest attracted 
5200 entrants and the second, 600. The 
first was carried with a 2-column spread 
news story every day for two weeks and 
the second stayed in the paper ten days. 
Both got on the front page several times 
and both were carried there the day be- 
fore the show opened announcing the 
winners, 
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6—The association co-operated with 
territorial dealers and twenty-five out of 
town newspapers in conducting special 
Cleveland show editions which helped 
the show and the outside dealers too. 

7—The association induced a bank on 
the city’s busiest street to devote half its 
- educational bulletin board, which has be- 
come a sort of institution in Cleveland, 
to advertising the automobile and the 
show. 

All this advance activity gained such 
force that when the show opened the 
special editions of the Cleveland papers 
were the largest ever publishd on such 
an occasion, due in part, of course, to 
the liberality of individual distributors’ 
advertising appropriations. 

And all this advance promotion so 
thoroughly sold the show that newspaper 
recognition of the exposition, in news, in 
editorials, in cartoons and in special 
stories, made up an avalanche of legiti- 
mate show publicity which overwhelmed 
the town and the countryside and made 
this Cleveland’s greatest show. 
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The traveling automobile show makes a stop. 
prove further the utility and necessity of a car to prospective buyers. 
similar tours are being planned 





The snow encountered tended to 
Three more 


They Brought a Show to the Prospect 


Oklahoma Dealers Reasoned Attendance Might be 
Small if They Waited for Buyers so They Went to Them 


6¢7 F the folks won’t come to see us, let’s 

go to see them!” a member of the 
Oklahoma City Automobile Dealers’ As- 
sociation suggested at the meeting called 
to make a decision regarding a show. 
“Dull periods are largely a matter of 
individual thinking,” this dealer told 
them. “If we don’t hold a show we add 
to the gloom! \ Let’s put the show on 


wheels and show the country we’re ready 
to go in 1921.” “Let’s go!” was the 
answering shout from the floor of the 
house. ° 

The first state tour of the Oklahoma 
City Automobile Dealers’* Association is 
history now. The northwestern quarter 
of the state was covered by 125 optimistic 
dealers and accessory men in thirty-three 


If You Stage a Traveling Show Here 
Are Good Suggestions 


DGAR T. BELL, secretary of the 
association, modestly gave credit for 
the big success to the co-operation of 
every town. On the Pathfinder trip he 
made complete arrangements for hotel 
accommodations, garage room and sery- 
ice for every visitor. A few days before 
the start he compiled an accurate list of 
every person who was to make the tour 
and the list was forwarded to the com- 
mittee in charge of arrangements at each 
night stop. The names were split among 
the available hotels, the men registered 
and reservations apportioned. Cards 
were made out for each name. For 
example at Fairfax, the last stop visited 
before reaching Tulsa, the oil metropolis 
of the United States, the Tulsa com- 
mittee handed Bell all of the hotel reser- 
vation cards. As the line pulled out of 
Fairfax, Bell stopped each car and 
handed in the cards—“John Jones, your 
room is 216, Tulsa Hotel. Leave your 
car at the Tulsa garage.” 
The details of entertainments and car 





assembly points were given accurately, 
so there was never any confusion. 
Arrangements had been made with the 
garages for inspection of cars, filling 
with gas and oil and repairs. Each man 
found his car ticketed with the charges 
when breakfast was over and the only 
complaint the dealers had to make was 
that their hosts at all points were too 
generous—at Bartlesville, for example, 
the travelers were not even allowed to 
pay for a shave. 

For the benefit of any other city that 
tries the Oklahoma plan, Bell recom- 
mends that the “automobile show on 
wheels” go equipped with a band, trouble 
cars, a truck or two to pull the 
occasional derelict out of the inevitable 
hole, a moving picture outfit, an official 
photographer and a publicity man, whose 
business it is to see that the newspapers 
everywhere get all the information about 
the stunt and to send daily dispatches 
back to the home town papers.telling of 
the progress of the trip. Good publicity, 


automobiles during the week of January 
10 with such results that three similar 
tours are being logged that will blanket 
the remainder of the state before spring- 
time. 


PROFIT BY THIS IDEA 


E. R. Carhart, president of the asso- 
ciation, says every state can profit by 
the experience of Oklahoma City and 
even recommends the innovation as a 
diversion to communities where the an- 
nual automobile show has become a fix- 
ture that needs livening up. The big 
thing about the January trip of the Okla- 
homa men, according to Carhart, was 
the 100 per cent optimism spread on 
the tour by every member of the party. 
The spirit was _ reflected by whole- 
hearted hospitality and frank showing of 
future business friendliness by every one 
of the hundred communities visited, 
while the frolics of the road and the 
entertainment at every stop sold the city 
folks on their tributary trading territory 
in a way that nothing else can, in Car- 
hart’s judgment. 








so Bell says, is one of the biggest fea- 
tures in assuring public interest at all 
stops. Daily publicity by the big papers 
in the city from which the tour originates 
is essential to please the country which 
the tourists travel. They all like to see 
that their efforts to entertain and appre- 
ciate the city folks are credited by the 
big papers. In Oklahoma City the Daily 
Oklahoman and The Oklahoma City 
Times gave the feature big space daily. 
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Chicago’s Business Show 


day of Chicago’s show that dealers are convinced 

that the public still wants to buy cars and many 
have been waiting until the show when they could 
take a final look over the different models before mak- 
ing the final decision. It is very unusual that so many 
sales are made on the opening day, but these must 
not all be attributed to the show. The sale of many of 
them was started weeks ago and the show was a good 
place to close. One dealer in a very high-priced car 
sold three at retail on the opening day. This was 
very encouraging. 

Those dealers in Chicago who have been pushing 
sales since January 1 are already proving that sales 
can be made and they are going to get more results 
out of the show than other dealers who sat idle and 
waited for the opening of the Coliseum doors. One 
Chicago dealer increased his sales force from fourteen 
to fifty salesmen some months ago. The duller times 
got the harder he worked. It was not surprising that 
such a dealer should sell five cars at retail on the open- 
ing Saturday night. Saturday night is generally 
dubbed free pass or paper night, but here is an actual 
case of five sales. It is the early bird that gets the* 
worm and the dealer who gets most out of a show 
may often be the one who has been working his sales 
force hardest during the month or six weeks previous 
to the opening of the show. 


S* many retail sales Were made on the opening 


It is a great mistake for a dealer this year to fill his 
exhibit space with sombre black cars. They just are 
not attractve enough for these selling days. Doll them 
up a little even if it adds a few dollars to the selling 
price. Make the cars look more inviting. Touring 
cars in a show generally are more attractive if the top 
is down. The top is not a very artistic part of the 
anatomy of any touring car. If you have nice uphol- 
stery let it be seen. Show visitors will prefer to sit 
in an open car as compared with a job with the top up. 
Where you have a fancy runabout with a khaki top 
the top must be left up as it is one of the features of 
the job. The top then is to the runabout what a nice 
tie is to a well dressed man. Study the job and aim 
to make your exhibit space attractive. Drive out the 
black and sombre. 

If you can put in a good chassis do so. The polished 
chassis is as magnetic as ever even to the rich. Cadillac 
has always been an exponent of a polished chassis. 
This year it has a beautifully finished engine with 
nickeled parts and a good man to explain the parts. 
There is always a crowd around it. The Cadillac 
engine is perhaps as well known as any engine at the 
show but yet the crowd is always there. There is 
always a big crowd around the Studebaker, the Buick, 
the Oldsmobile, the Lincoln, the Lafayette and the 
other examples of stripped chassis. The public has an 
eternal interest in things mechanical. 


Fixed Price Service 


HOSE who have had the fixed-price system of re- 
pairing in operation are almost invariably more 
than pleased not only with expected results but 

with many unexpected favorable results that follow. 
Selling the car owner to the service job to be done is 
the first and naturally the most considered result, for 
a customer who knows what has to be done and what 
it will cost before the car is turned over to have the 
work done, is a pleased customer and one that will 
come back for more work if the job is done as it should 


be. 

This is but one result. There follow several others, 
one which is the better estimate and more correct 
appraisal the organization gets of the many men of the 
.shop. One large dealer admitted after having the 
fixed-price system working for less than six weeks, 
that some of whom he considered his star workmen 
were far from being the best and others became the 
stars of the repair shop. Added to this was the fact 
that a healthy spirit of competition was built up 
among the shop men. The greater interest in the work 
led the men to better efforts and soon the time for 


accomplishing a given job was reduced without any 
slighting of the work. 
The workman became a partner of the owner by the 


fixed price system in that his interest in the job was 
extended when he saw the price that was being 
charged for the job and knew that the work had to be 
done within a given time. A new goal of attainment 
was set up. A new interest was added to the job. The 
workman took a broader interest in, his work. He 
gained the thought of greater usefulness in life. He 
was something more than a mere workman keeping 
himself busy while the hands of the clock revolved, he 
got an insight into the finance of repairing. He more 
fully realized that his real worth was measured finally 
in dollars and cents rather than in minutes and hours 
on the face of the time clock. The workman found an 
added interest in his job. The mechanical monotony 
of repetition was varied by this new factor. His con- 
sideration of the work traveled to the man who owned 
the job, to his pocket book and also to the job itself. 
Everything that broadens the interest of the workman 
in the job in hand is good. It is worth using. 





February 3, 1921 









i 
| 
. 








— " 


a i oe BE 











Petrie inten 


= ee. 





sien 











February 3, 1921 


Men Returning to Ford Plant 
Though No Re-opening Date Set 


Reported That Efforts to Secure 
Financial Aid From Eastern 
Bankers Have Ceased 


ETROIT, Jan. 29—Despite varied 

reports to the effect that the Ford 
Motor Co. would re-open Monday no offi- 
cial of that organization, among the few 
remaining, would take the responsibility 
of issuing a formal statement regarding 
the plan to re-open. None of the parts 
makers have been given opening orders 
save the Briggs Mfg. Co., which makes 
Ford coupe bodies. That company is 
calling employees back through news- 
paper advertisements and an official said 
approximately 1000 men would be put to 
work Monday as a result of an order 
from the Ford company. The Briggs 
plant closed simultaneously with the 
Ford factory on the eve of Christmas. 


Number Not Obtainable 


The only authoritative information re- 
garding Ford plans was a _ statement 
given Moror Ace from the office of Gen- 
eral Superintendent E. T. Martin which 
said a portion of the force would be put 
to work Monday and “some” cars would 
be produced. The number of men to be 
put on Monday was refused and not even 
an approximate figure could be secured. 

From other sources in the organization 
was learned unofficially that about 5000 
men would return to work Monday and 
be employed chiefly in receivinz and 
handling freight, getting the plant into 
condition for resumption of production 
and in making Ford parts, the surplus 
on hand when the plant closed having 
been exhausted. It also was said un- 
Officially the men returning Monday 
would include first foremen and there- 
after the best element among the married 
men with dependents. Several hundred 
men already are at work cleaning up the 
plant and getting machinery into shape. 

At the postoffice it was said the Ford 
company had ordered 50,000 post cards 
presumably for mailing to employees in- 
structing them to return though plant 
officials, while not willing to be quoted, 
admitted it would be a long, long time 
before the 50,000 men employed at High- 
land Park at the time of the shut-down 
would be back on the job. In fact it was 
said many employees had been notified 
their services no longer would be needed. 
Increased efficiency following the month 
of idleness is expected to insure quantity 
production with materially decreased 
forces, 


Edsel Ford Still Ml z 


What effect the financial conferences 
between Henry Ford and bankers’ repre- 
Sentatives have had on the decision to 
Prepare for resumption of operations 
cannot be learned. There is no chance 
to get a statement from either Henry 
Ford or Edsel, who still is ill following 
an operation, and other. officials declare 
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they have no inkling of what transpired 


in the conferences or 
reached if any. 

A prominent banker declared today 
efforts of Ford to secure financial aid 
from the eastern bankers had ceased as 
a result of the bankers’ demand and 
Ford’s refusal to permit operation of the 
Ford plants under the supervision of a 


the decision 


bankers’ committee or an official in- 
stalled as the representative of the 
bankers. This same banker expressed 


the belief, based on his information, that 
Ford had taken the bit in his teeth and 
refused to parley further but rather an- 
nouncing his determination to resume 
operations without outside financial aid. 

It can be stated on the authority of 
General Salesmanager W. A. Ryan that 
Ford sales in a majority of the country 
have increased greatly within the last 








11,814 Carloads 
Shipped 


N EW YORK, Jan. 29—De- 

cember shipping figures 
gathered by the National Auto- 
mobile Chamber of Commerce 
show that 11,814 carloads of 
passenger cars were shipped 
last month and that there were 
6,500 drive aways. This pro- 
duction was 50 per cent of that 
for December 1919 and exceed- 
ed that of December 1918. It 
was 66 per cent of the produc- 
tion for November 








few weeks particularly the last ten days. 
Cars have been moved from _ sections 
where agricultural or other conditions 
caused a backward market and sent to 
other territories where dealers were 
moving them rapidly with the result that 
much of the big surplus on hand when 
the factory closed has been disposed of. 
In Detroit dealers have been virtually 
begging for cars and have been supplied 
from stocks in Indianapolis, Louisville, 
Columbus, Cleveland and other nearby 
cities. But. even that help has not 
been sufficient in meeting the demand 
and at least two Detroit Ford dealers 
today are without a single car. The mild 
winter has helped the sale of touring 
cars and runabouts greatly and the usual 
situation, where dealers are well stocked 
with open models but without closed 
cars, no longer exists. All models are 
being sold in Detroit as rapidly as they 
can be shipped or driven in from other 
cities where the demand is lighter. 

The illness of Edsel Ford is believed 
to have prevented a full statement on 
the Ford situation together with official 
announcements regarding new officials 
and plans for production. With his re- 
turn to his office it is thought these an- 
nouncements will be made. 





300 Sales, 2500 Prospects 
Results of Milwaukee Show 


Latter Includes Only Those Who 
Expressed Honest Opinion to 
Buy This Season 


ILWAUKEE, Wis., Jan. 31—While it 

became more and more apparent as 
the annual Milwaukee show progressed 
that it was strikingly the means of 
stimulating a healthy demand for cars 
among users, it was not until the fol- 
lowing week that the full force of this 
stimulation began to be felt by local deal- 
ers. Aided by a continuance of relatively 
high temperatures and a lack of snow, 
with early snows already forgotten, pas- 
senger car sales since the close of the 
show on Jan. 23 have been of a satisfac- 
tory volume, with some dealers even 
more enthusiastic than others, and none 
complaining. 

The interest which the show aroused 
is probably best illustrated by the at- 
tendance figures, which show a very ap- 
preciable gain over 1920, when all past 
records were exceeded. The compara- 
tive statistics follow: 





Day: 1921 1920 
NG see 5,463 3,874 
PUGS 5 kisi ners 8,158 6,658 
WRONG se 12,572 8,456 
I 5 3, si 14,216 9,675 
WG txcitk. ww calate 10,872 7,681 
TIO nic eal 13,515 6,567 
GOD us Se 11,210 9,865 

76,006 52,749 


From informal reports made by ex- 
hibitors, approximately 300 actual sales 
of passenger cars were effected at the 
show, while the number of live pros- 
pects gathered amounts to more than 
2,500, which includes only those booked 
by dealers as expressing an honest inten- 
tion to buy this season. 

A number of dealers were so enthusi- 
astic over the results that they publicly 
proclaimed their success in actual selling 
at the show. The Rademacher-Jaeger 
Co., distributor of the Paterson, in large 
display advertisements at the elose of 
the show quoted the names, addresses 
and line of business of seven leading 
Milwaukee men who bought cars at the 
show. This was done to prove up its 
claims of bona fide transactions. 





ILWAUKEE, Wis., Jan. 31—The 

growing conviction among dis- 
tributors and dealers in Milwaukee that 
the main market for passenger cars in 
1921 will be among people with fixed in- 
comes rather than among wage-earners, 
as for the last two to three years, is be- 
ing substantiated more and more by de- 
velopments. While unemployment in 
Milwaukee, according to official govern- 
ment reports, is probably in the smallest 
proportion of any city over 500,000, 
nevertheless it is felt that the workman, 
who as a class bought the bulk of cars 


in 1919 and 1920, is no longer such a big 
factor. 
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Bankers Attend Trade Rally 
Given by Chicago Association 


President of Great Lakes Trust Co. 
Tells Dealers of Faith in 
Industry 


HICAGO, Jan. 29—Courage and clear _ 


headedness were held up as qualities 
necessary to carrying on through the 
present business situation by speakers 
at a rousing trade rally with which the 
Chicago Automobile Trade Association, 
the National Automobile Chamber of 
Commerce and the Motor & Accessory 
Manufacturers’ Association opened the 
week’s activities. Twelve hundred and 
twenty-five men, distributors, dealers 
and salesmen from Illinois and surround- 
ing states and manufacturers from all 
parts of the country, attended the din- 
ner, which was alive with enthusiasm 
and which got everybody set for a week 
of hard work at the show. 

Presided over by Leo A. Peil, presi- 
dent of the Chicago Association, the pro- 
gram presented to the big crowd George 
M. Graham, vice-president of the Pierce- 
Arrow Motor Car Co., H. H. Merrick, 
president of the Great Lakes Trust Co., 
and A. R. Kroh, who has spoken at hun- 
dreds of farmers’ and business men’s 
meetings throughout the country. Sig- 
nificant in the attendance was the pres- 
ence of a large number of Chicago and 
Central Western bankers,,who rubbed 
elbows with the automobile men and 
heard Graham’s wonderfully inspiring 
address on the essential place of the 
automotive industry in the development 
of the country. 

Mr. Graham cited history to prove the 
stability of the country and to show the 
soundness of investments in its future. 
He said that business had been running 
on too rich a mixture and that business 
men had got to grind out the carbon to 
“make the 1921 grade.” He declared 
merchandisers must sell, must work six- 
teen hours a day if necessary to get the 
story of their product to the public. He 
said manufacturers, taking advantage of 
the lull in production, had got to im- 
prove their product and reduce costs of 
parts so as to reduce cost of maintenance 
for owners who are demanding and will 
continue to demand not only perform- 
ance but economy from their cars and 
trucks. 

Mr. Graham defended the sales depart- 
ments against critics of their methods 


during the period of easy selling, declar-’ 


ing that they never ceased fighting for 
business for their companies, no matter 
how easy orders came. 

Mr. Merrick bespoke the faith of 
bankers in the automotive industry and 
urged upon it courage, conservatism and 
balance as sure builders of the road to 
success. 

125 CARS STOLEN; 97 FOUND 

Fort Wayne, Ind., Jan. 29.—An excel- 
lent record on stolen car recoveries in 
this city is evidenced by the annual re- 
port of the police department for 1920. 
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During the year reports of 125 cars 
stolen were made to the police. The esti- 
mated value of these was $100,525. Of 
the number, 97 were recovered, their 
value being estimated at $82,970. The 
record is practically the same as 1919 
when 121 cars were stolen in this city 
and 104 recovered. The month of July 
was the biggest month for the automobile 
thieves, as twenty-four cars were stolen 
in that month and twenty recovered. 


Year Sees Little Change in 
Quality of Motor Gas Sold 


Washington, Jan. 27.—Motor gasoline 
sold-at garages and_ service-stations 
throughout the country shows but little 
change in quality over the product sold 
a year ago, according to preliminary re- 
ports received here by the Bureau of 
Mines after a regular semi-annual sur- 
vey of gasolines. Though there are 
instances where the fuel is of inferior 
quality, the Federal agents conclude that 
the gasoline marketed at present is 
probably as satisfactory generally as 
that of a year ago. 

Evidences of improvement in quality 
were found in tests at Pittsburgh when 
the average boiling point of 18 samples 
was 11 degrees lower than samples tested 
a year ago. The low recovery figures 
has a tendency to offset this gain in 
quality indicating that producers are 
shipping “casing-head” or “natural-gas- 
gasoline” into Eastern territory. 
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Dealer Organizations to Meet 
During Show Week in Chicago 


Luncheons and Dinners Scheduled— 
Local Trade Association Has 
First of Gatherings 


HICAGO, Jan. 31.—The dinner which 

the Chicago Automobile Trade Asso- 
ciation gave its members and guests on 
Friday night was the beginning of a 
series of dinners and meetings which 
will be held during Show Week. While 
there are some distributors who are not 
planning gatherings either in the nature 
of formal dinners or noonday luncheons 
these are rather the exception than the 
rule. In most cases the factories are 
sponsoring such affairs. 

Hupp has already started in with such 
meetings being probably the first to avail 
itself of the opportunity offered by the 
presence of factory executives in the 
city. A dinner will also be held by this 
organization at the Hotel LaSalle on 
Thursday. The Marmon dealer organiza- 
tion will have a dinner similar to that 
of Hupp with which it is affiliated here. 

Mitchell will hold a Wednesday noon 
meeting at the Hotel Metropole and 
Elgin a meeting at the LaSalle hotel the 
noon previous. A Paige dinner is sched- 
uled for Thursday. The Studebaker 
meeting will be in the nature of a 
banquet at the Blackstone hotel on 
Thursday. 


Wisconsin Exhibits Beautiful Cut-Away Engine 





One of the real achievements of.show week is the beautiful nickel-finished cut- 
away engine put on exhibition at the LaSalle Hotel by the Wisconsin Motor Mfg. 
Co., Milwaukee, Wis. The company has cut away certain portions of the engine 


so that anyone readily can see the construction of every ‘part and yet the general 
contour of the engine has not been destroyed. The engine is the latest model of 
the Wisconsin line, which will be completely described in these columns in the 


near future 
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First Wills Sainte Claire 
In Production Nearly Ready 


Model Trade Has Been Looking for 
Will Sell for Approximately 
$3,000 


ARYSVILLE, MICH., Jan. 22—The 
first cars from the production line 
of C. H. Wills & Co. will be completed 
within a few days. This marks the start 
of production of the Wills product, which 
has been expected by the trade and gen- 
eral public for nearly a year. The car 
is to be known as the Wills Sainte Claire 
and it is a product which is of unusual 
interest because of the broad plans of 
the company which manufactures it. In 
selecting the site for the factory, it was 
necessary to practically build a new com- 
munity before the plant was even started. 
While the actual price of the car has 
not been announced, it is known that it 
will sell for approximately $3000. Com- 
plete technical details on the car will 
not be available until the car is in the 
hands of the dealers, which is expected 
to be sometime in March. It incorpo- 
rates, however, an_ eight-cylinder, 60 
deg. V type engine rhounted on a chassis 
of 121 in. wheelbase and equipped with 
32 by 41% in. cord tires. Probably the 
most outstanding feature of the car is 
the extensive use of molybdenum steel 
which is employed in all parts of wear 
and stress. It is stated that by the use 
of this alloying substance it has been 
possible to produce steel of 185,000 Ib. 
per sq. in. tensile strength. This has 
been effected by the use of chrome nickel 
molybdenum alloys. The highly stressed 
engine parts such as the crankshaft, con- 
necting rods, etce., are all of molybdenum 
steel, as well as the chassis wearing 
parts, even to the springs. 


Engine a Wills Product 


The eight-cylinder engine has a bore 
and stroke of 3144 by 4 in. It develops 
approximately 70 hp. and gives the car a 
speed range on high gear of from 2 to 
70 miles per hour, or better. The-engine 
is a Wills product throughout being the 
only overhead camshaft, eight-cylinder 
engine in use on this side of the water. 
The camshafts which are mounted above 
the blocks on each side of the engine are 
driven by spiral bevel gear shafts from 
the crankshaft, the drive being taken up 
by the front end of the block by the spiral 
bevel gears and then to the camshaft, 
which extends overhead with the cams 
integral driving the valves which open 
downward into the cylinders direct. The 
use of the eight-cylinder engine with a 
Short, sturdy crankshaft and with a 60 
deg. angle permits of exceptionally fine 
opportunity for balance, and the result 
is that no period is discernible in driving 
the car. 

The Detroit representative of Moror 
Ack had the privilege of driving the car 
Over the roads around Marysville and 
found it to have exceptional accelerative 
ability throughout the entire speed range. 
The light weight of the car which, with 
body and all accessories barely exceeds 
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3,000 1bs:; coupled with the high -torque - 


engine, gives a very creditable perform- 
ance. 

The car is being made at present in 
five body models, these being the five 
passenger touring, roadster, coupe, se- 
dan and town car. The touring and road- 
ster models will be put through first, the 
roadster being ivory with Sainte Claire 
blue fenders. The color is named after 
the blue of the fresh water lakes, which 
is also incorporated in the symbolic 
nameplate .or trade mark on the car. 
This is a wild northern goose winging 
its way over the pine clad shores of the 
lake region. The touring car is dark 
blue throughout, the fenders and run- 
ning gear having the same color as the 
body. All of the cars are equipped with 
disk wheels of a special design as stand- 
ard equipment and no options are being 
offered on this. The wheels are special 
design with a convex rather than a con- 
cave dish. The wheels and bodies are at 
the present being made by the Budd 
company and the trimming is done at the 
Marysville factory. 


To Show New Brockway Truck 
at Rochester for First Time 


Rochester, Jan. 27.—The directors of 
the Rochester Auto Trades Association, 
who are making preliminary plans for 
the thirteenth annual exhibit of motor 
cars here Feb. 7 to 12, state that there 
will be 163 models of 53 different makes 
on display in that section of the show 
devoted to passenger cars. 


Now Being Completed 


The show. will have on display one 
truck which has not been exhibited any- 
where as yet,.as the new models will not 
be completed until Feb. 5. The truck is 
a Brockway, a speed model. 

Local automobile dealers report a big 
picking up in sales of cars since the 
first of the year. Every indication points 
to a big attendance at the show with 
sales: made there in greater numbers 
than ever before. 


Legislator Introduces Bill 
to Make Gas Public Utility 


Sacramento, Calif., Jan. 14—With the 
introduction of bills in the California 
Legislature, the wide range that auto- 
mobile legislation will cover is indicated. 

Senator J. J. Crowley of San Francisco 
has introduced a bill to make gasoline 
a public utility and put its price regula- 
tion under the State Railroad Commis- 
sion. Senator E. P. Sample would have 
gasoline taxed 1 cent a gallon, which 
motorists would pay, for the maintenance 
of highways. Senator Walter Eden would 
put a tax on tires, also for highway 
maintenance, his theory being that this 
would provide for maintenance-in pro- 
portion as motorists used the roads. 


The automobile interests have not yet 
introduced. their bill, which will cover 
most of the revisions desired by the 
motor industry of the state. 
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Salon: Sees New Ambassador 
and Recent Sterling-Knight 


" Body Styles on Higher Priced Ameri- 


can and Foreign Cars of 
Interest 


(Concluded from page 11) 

Sonam at the show there are an un- 

ysual number of special paint jobs 
so that the tone of the exhibitions is far 
more lively than it has been for several 
years, there are no great number of spe- 
cial show jobs. The cut-away chassis 
are not up to what they were a year ago 
or in previous years, but there are a 
number of polished and painted chassis. 
The Lafayette chassis which is finished 
in polished natural metal is one of the 
high lights of the show from an exhibi- 
tion standpoint. 

From a body standpoint, the real in- 
terest is in the salon where the body 
specialists including Fleetwood, Rubay, 
Graff, Smith-Springfield, C. P. Kimball 
and Willoughby have exhibits on a num- 
ber of the higher-priced American and 
a few foreign cars. The body lines of 
the Fleetwood exhibit are shown on 
Packard cars and are noticeable for the 
effort to secure roominess in the body 
and at the same time to maintain the 
graceful lines of the real custom-built 
job. This has been secured by a rather 
pronounced curve in the width of the 
bodies. The flat-roof, straight-line type 
however, seems to be here to stay and 
not only at the show, but at the Salon, 
as all the closed body types have these 
characteristics. 

The Pierce-Arrow line is of unusual 
interest from a body standpoint. The 
new line of stock bodies has been de- 
signed by Rubay and are nine in number. 
This is a material reduction as compared 
with the former line which numbered 
about sixty and will make for manufac- 
turing economy. Fifty per cent of the 
Pierce production will now have the 
headlamps separate from the fenders. 
The new body line has a paneled side 
line which offers an exceptional oppor- 
tunity for a striking use of color and 
provides a stock body that has all of 
the characteristics of the custom-made 
product. 

This panel effect is very noticeable on 
closed as well as open bodies and the 
result is that there are a number of cars 
with a broad side stripe running the 
length of the body where this panel has 
been painted a different color than the 
rest of the body. The use of beading as 
a binding to the side panel is also quite 
usual and is particularly noticeable on 
the Pierce line. 

On the new Sterling-Knight, a flat 
panel along the top of the hood gives an 
unusual and striking front and breaks 
the . stereotyped- straight -line of the 
bonnet hinge. All of the windshields 
and glass fronts show considerable study. 
The visor type of windshield is prac- 
tically universal on the closed cars and 
the sloping front in a great many of the 
cars is now built up solidly. 
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“Society Night’ at the Portland Show 


Exhibits occupied two floors of the auditorium. Around the walls were canvas 


panels painted with horizon scenes along the Columbia river highway. 


The ceil- 


ing was hidden behind a blue-sky canopy. Birch bark was abundantly used in 
trimming and thousands of artificial cut roses hung on white trellis work. The 


lobby entrance was decked as an out-of-doors flower garden. 


The whole audi- 


torium glowed and gleamed in the blaze of thousands of electric lights 


Turning of.Tide in Portland 
Indicated by Results of Show 


Orders for Future Delivery and 
Plenty of Good Prospects Ob- 
tained from Exhibit 


ORTLAND, ORE., Jan. 27—Portland’s 
twelfth annual automobile show has 
been a big success. Not only have a good 
many of the exhibitors increased their 
bank accounts from cars actually sold 
at the show, but virtually every dealer 
represented either has several nice 
orders for future delivery, or a fine list 
of interested prospects to work with as 
the spring season advances, or both. 
"More important by far than mere sales 
at the show however is the fact that this 
show demonstrated that the new year, 
actually as well as theoretically, marked 
the turning of the tide for the automobile 
business in this territory. After long 
lean months the bottom was struck in 
December. Now the trend is upward, 
with a constantly bringtening outlook. 
To demonstrate that fact and assist in 
its accomplishment was the big purpose 
behind this show. Heretofore Portland 
automobile shows have been held late 
in February or early in March, about co- 
incident with manifestations of spring 
activity. But this time several of the 
leaders in the trade suggested that the 
time to hold the show was in mid-winter, 
while things were still normally quiet. 
“In the spring there will be a certain 
amount of interest anyway,” they argued. 
“Why not make the show a means of 
stimulating this interest ahead of time 
and get the season started that much 
earlier, so cashing in on a dull period?” 


New England Distributor Is 
Elected to Bank Presidency 


Boston, Jan. 27—Charles E. Fay of the 
Fay-Allen Co., New England distributor 
of the Maxwell and Chalmers, was 
elected president of the Back Bay Na- 
tional Bank at the annual meeting of the 








directors. The bank which is located in 
the heart of the automobile district 
handles about all the great automobile 
dealer’s business accounts. , 

Mr. Fay succeeds Chester I. Campbell, 
who is one of the biggest automobile 
dealers in Boston and who has been pres- 
ident of the bank ever since it was 
chartered. Mr. Campbell will continue 
to serve as a director but said that his 
other business interests demand more 
attention than he has been able to devote 
to them while serving as head of the 
bank. 


Executives of Interlocking 
Tire Company Are Indicted 


Akron, O., Jan. 28—Walter Kline, pres- 
ident; C. E. Foust, secretary; J. W. 
Rinear, treasurer, and L. W. Rinear, sales 
manager, of the Interlocking Cord Tire 
Co., were indicted here today for violat- 
ing the “Blue Sky Law” in selling stock 
in the concern without a state license. 
Kline was also indicted charged with 
obtaining money under false pretenses 
in selling stock. All were released on 
bonds, with a plea of not guilty, pending 
trial. 

Kline is accused of representing the 
company operating a factory in Canada 
with 1000 tire output daily, another in 
Ashtabula, Ohio, with 500 daily output 
and another in Newton Falls, Ohio, with 
175 daily output and making extravagant 
claims regarding the output of the Akron 
plant. He is charged with obtaining $250 
from one purchaser on such alleged mis- 
representations. The indictment alleges 
all the statements were false. 


DISTRIBUTED ONE FORD DAILY 

Holland, Mich., Jan. 27—The Holleman- 
DeWeerd Auto Co., distributors for the 
Ford cars and tractors, delivered an 
average of nearly one Ford car per day 
during 1920, also a total of thirty-five 
tractors, officials announced. In spite of 
abnormal business conditions, the sale 
of cars aetually increased during Novem- 
ber and December, stimulated by the 
reduction in price. 


February 3, 1921 


Selling Campaigns Necessary, 
Baltimore Show Tells Dealers 


New Prospects Secured—Some Sales 
Made Originating Before Exhibit 
Opened 


ALTIMORE, Jan. 31—Baltimore had 
its first seven-day automobile show 
when the fifteenth annual event was held 
in the Fifth’Regiment Armory. It opened 
Saturday, Jan. 22 and comprised 58 dif- 
ferent makes of cars exhibited by 48 
firms. There were 202 cars in the show 
of which 96 were closed jobs. There 
were 14 chasses and two engine displays. 
From a buying standpoint the show 
was probably 75 per cent as good as 
that of a year ago and the selling was 
light. Firms which last year and the 
year before did an actual business of 
eight or ten cars were satisfied with a 
business of four and five cars. Of course 
there were firms who closed some sales 
during show week but these had nothing 
to do with the show and were not re- 
garded as show sales. 


Sightseers Numerous 


There were more. sightseers at this 
year’s show than at any previous motor- 
exhibit held in this city.. In many in- 
stances these lookers absorbed a good 
bit of the salesmen’s time and only the 
future will show whether the effort was 
worth while. Dealers estimate that the 
prospect’s obtained this year are about 
75 per cent as good as those obtained in 
years gone by. 

There was a real influx of sub-dealers 
from all parts of the state. The weather 
permitted driving and dealers came from 
surrounding counties bringing, in some 
instances, prospects with them. Quite a 
few of the dealers report having been 
able to close contracts with sub-dealers 
for fairly good allotments of cars for the 
coming year. 


Dealers were thoroughly impressed by 
the crowd with the necessity of forming 
real selling campaigns if they are to be 
successful during the coming year. 


FIRE DESTROYS SALES PLANT 


Atlanta, Ga., Jan. 25—Damage esti- 
mated at about $70,000 was caused by a 
fire of unknown origin which practically 
destroyed the sales plant of the Selden 
Truck Sales Co. early on the morning of 
Jan. 21. Ten Selden trucks and 15 auto- 
mobiles, mostly Buicks and Franklins, 
were destroyed in the fire. Henry White 
is president of the company which started 
in business here about two weeks ago. 


FEWER CARS NOW, JORDAN SAYS 


Cleveland, Jan. 25—Speaking of con- 
ditions in the automobile industry, Ed- 
ward S. Jordan, president of the Jordan 
Motor Car Co., said that there are fewe: 
new cars in stock throughout the coun- 
try than in any previous January in the 
past several years. The total about 
equals one month’s normal factory pro 
duction. 
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“Confiscation Insurance” to 
Meet Supreme Court Decision 


Policy Being Prepared Which Will 
Protect Dealers and Owners 
Alike in Seizure 


EW YORK, Jan. 28—“Confiscation in- 

surance” for the protection of dealers 
and owners of automobiles which have 
been captured in the transportation of 
liquor is now being considered by lead- 
ing insurance companies of the country, 
according to an announcement today by 
insurance officials. here. 

The movement is said to have resulted 
from the recent decision by the United 
States Supreme Court that automobiles 
captured in the transportation of liquors 
are subject to confiscation by the Gov- 
ernment, regardless of their ownership. 

Advices to insurance officials here 
state that the National Automobile Con- 
ference, composed of insurance com- 
panies that write automobile, fire theft 
and collision insurance, is engaged in the 
preparation of a policy that will protect 
dealers and owners alike against the 
losses of their cars through confiscation 
by the Government. 

Cincinnati, Jan. 31—‘“Guilty knowl- 
edge” on the part of a man operating ap 
automobile, in which intoxicating liquor 
is being carried, determines whether or 
not the machine shall be confiscated, 
United States District Judge John W. 
Peck held in the case of a Cincinnati 
expressman who sought the return of his 
truck, which had been seized. John 
Burns, the expressman, was convicted 
and fined recently for transportation of 
liquor. The truck was ordered to be 
sold. The automobile dealers of Cin- 
cinnati had been watching the case with 


interest because of the effect of. the de-- 


cision on partly paid for cars which are 
seized while carrying liquor. 


E. H. Nolan Chosen President 
of St. Paul Automobile Trades 


St. Paul, Jan. 28—The St. Paul Auto- 
mobile Trades Association has elected 
officers for 1921 as follows: President, 
E. H. Nolan; vice president, W. S. Wil- 
liams; secretary-treasurer, C. J. Jaed- 
ecke; directors, L. J. Jordan, L. C. Boller, 
C. W. Norton, W. T. Haynes, E. H. Nolan, 
W. S. Williams, W. H. Schmelzel. 

The St. Paul Garage Owners and Re- 
pairmen’s Association has elected new 
Officers as follows: President, George S. 
Murphy; vice president, John Nilsson; 
secretary, W. A. Scheldrick; treasurer, 
George Black. Of the 69 garages in the 
city, 49 are members. 


Two Cent Drop ia Gas Price 
Announced By Standard Oil 


Chicago, Jan. 28—The Standard Oil Co. 
of Indiana has announced a reduction of 
two cents in the price of gasoline, as a 
result of further breaks in the price of 
crude oil. 

Gasoline which has been selling in 
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service stations for 29 cents a gallon will Trade Association Looks Into 


be sold for 27 cents, while the tank 
wagon price has been reduced from 27 
cents to 25 cents. The new reductions 
in crude oil which resulted in the lower- 
ing of gasoline prices affected the mid- 
continent and southwest fields, the re- 
ductions averaging a drop of $3 a barrel 
from the prevailing price of $3.50. 

“It is all a question of supply and de- 
mand,” says W. M. Burton, president of 
the company. “The demand for gasoline 
has increased considerably more than the 
production of crude oil and that accounts 








| What Prospects 
Will Ask 


OCHESTER, Jan. 25—“Nineteen- 

Twenty-One Will Be a Transpor- 
tation Year.” That is the prediction 
of Charles F. Buelte, president of 
Strong & Buelte Motors, Inc., of this 
city. “There is no doubt that people 
will want cars. But it is true that 
they will not ask in days gone by: 
How much speed? On the other 
hand, the test will be: “How much 
economy in transportation? How 
much gain to my business.” 








for the increase over the pre-war price. 
If crude oil continues to go down, gas- 
oline naturally will go down with it.” 


Co-operative Business Plan 


of New Garage Corporation 


New Orleans, Jan. 15—The Standard 
Motor Accessories and Garage Corp. has 
been incorporated here for $1,000,00 to 
erect two six-story garages, each with 
capacity of 1000 passenger cars, built 
with the ramp-system, instead of ele- 
vators, and located on the edge of the 
business. district. Five accessory and 
equipment stations also are included in 
the charter of the corporation, which is 
to be co-operative in a sense, since all 
who become stockholders in the com- 
pany, will have the privilege of buying 
accessories and service from these sta- 
tions at cost. Stockholders also will have 
first call on space in the garages, which 
is to be rented at $20 per month, in- 
cluding protection from fire, theft and 
the weather, and covering the washing of 
the car at frequenet intervals. Ware- 
house space will be rented at $10 per 
month per Car. 

A. B. PENDLETON DIES 

Westfield, Mass., Jan. 19.—Arthur B. 
Pendleton, pioneer local garage man and 
one of the earlier manufacturers of au- 
tomobile trucks, is dead here. He was a 
native of Blandford, Mass., and passed 
practically all of his life in this section. 
Besides his widow, he is survived by two 
sons, Dr. Ernst H. Pendleton of Detroit, 
Mich., designer of a farm tractor, and 
Elmer H. Pendleton, who is engaged in 
the automobile business at Springfield, 
Mass. 


Proposed Banking Law Change 


North Carolina Dealers Also Interest 
Themselves in Vehicle Legisla- 
tion and Show Matters 


HARLOTTE, N. C., Jan. 28.—The 

Charlotte Automotive Trade Associa- 
tion at a recent meeting voted to support 
the proposed “universal vehicle law’ 
which comes up before the State legis- 
lature now in session. In this it will co- 
operate with the Carolinas Automotive 
Trade Association which is intent on see- 
ing that the bill-is properly presented 
and that it is passed. 

After hearing a report of the special 
committee composed of E. M. Wallace, 
Stan Dowling and Joseph G. Fitzsimons 
it was decided to hold an automobile 
show in this city the last of March or 
the first of April. April 1 was selected 
as a tentative date. The show here last 
year was admitted, both from a stand- 
point of attendance and attractiveness, 
to have been one of the greatest auto- 
mobile shows held in the Southeast. It 
is planned to have this year’s show go 
one step ahead of that exhibit. Due to 
the fact that Charlotte is the distributing 
point’ for automobiles and accessories 
throughout the two Carolinas every car 
of any prominence in the country will 


. be represented at the coming show. 


A committee was appointed at the 
meeting to look into the proposed change 
in the present North Carolina banking 
laws which prohibit any more than 6 
per cent interest being charged. It is 
claimed that this is a discrimination 
against North Carolina banks and for 
that reason a great deal of money which 
would ordinarily be loaned out in this 
state is going outside to other states 
where 7 and 8 per cent are permissible. 


Dunlop Tire Slowing Down 
Production Until April 1 


Buffalo, Jan. 14—The Dunlop Tire & 
Rubber Corp. has practically suspended 
operations and at the office of the com- 
pany this statement has been given out: 

“The directors of the Dunlop Tire & 
Rubber Corp. have decided that general 
conditions in the automobile industry are 
such that they are justified in slowing 
down their program until conditions 
improve. April 1 is the probable date 
of resumption of activities although it 
may be much sooner if the conditions 
justify.” 

It has been estimated that approxi- 
mately $36,000,000 has been spent by the 
company since building operations were 
started a year and a half ago. 

PHILADELPHIA MOST EFFICIENT 

Philadelphia, Jan. 27—The local branch 
of the Ford Motor Co. headed the list for 
November in the efficiency records of the 
branches throughout the United States, 
Louis C. Block has just been informed. 
The branch attained the highest percent- 
age ever reached by any of the Ford 
branches. 
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Reports From Atlanta Show 
Great Strides in Selling 
More Sales Made in January Than 


in Previous Two Months, 


Dealers Say 


TLANTA, GA., Jan. 25—Predictions 

previously made that the coming of 
the New Year would witness a turn for 
the better in the automobile industry are 
borne out by the statements of several 
automobile dealers and distributors in 
Atlanta who have experienced a greater 
volume of business during January of 
1921, than for several months past. In 
most cases more sales were made dur- 
ing January than the combined total of 
November and December, an unusual 
record considering the fact that the 
Christmas month generally witnesses a 
fair volume of business. There is a 
greater optimism among Atlanta dealers 
now than there has been for a good 
many months. In fact, actual sales made 
where the cars have already. been de- 
livered to the purchasers during January 
gives every indication that the return to 
normal is on the way. 

Henry Havens, sales manager for the 
William A. Estaver Sales Co., Velie dis- 
tributors in Georgia, stated that 100 per 
cent more Velies were sold in January 
than the total of November and Decem- 
ber. 


Nash and Lafayette motor cars, stated 
that every week of January has wit- 
nessed a gradual increase in sales actu- 
ally consummated. Business for January 
will exceed the two previous months 
combined. 

James A. Brigman, state distributor for 
Federal trucks and Doris motor cars, re- 
ported his salesmen have closed more 
sales during January than any single 
month of several past. 

F. E. Maffett, of Black & Maffett, Dodge 
Brothers distributors for the state, stated 
that sales the first three weeks of Jan- 
uary exceeded the total business of 
November and December. In fact, Mr. 
Maffett stated, sales the first three weeks 
of the month exceed the total of any 
single month since the early fall. 

Patrick Hull, manager of the local 
Franklin branch, reports a larger volume 
of sales for January than the two pre- 
vious months combined. 

Ben Holt, of the Atlanta Cadillac Co., 
reported sales the first half of January 
to already exceed the total of either 
November or December. 


Next Belgium Exhibit Will Be 


Held at Brussels in December 
BY W. F. BRADLEY 


European Correspondent of Motor Age 

Paris, Jan. 5—Belgium has fixed on the 
period Dec. 3 to 15 for her next auto- 
mobile show which, like previous events, 
will be held in the Cinquantenaire Pal- 
ace, Brussels. This show will be open 
to the entire automotive industry and 
will be international. In order to elim- 





L. L. Halle, retail salesmanager for 
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inate rival events, it has been decided 
that no automobile exhibits shall be 
allowed at the Brussels Trade Fair, to 
be held during the summer. Firms tak- 
ing part in this will be refused admis- 
sion in the Brussels, London and Paris 
automobile shows. Belgian automobile 
manufacturers have also decided to boy- 
cott the motorcycle and bicycle show 
announced for next March in Brussels; 
thus cycle and motorcycle makers will 
have to choose between this and the 
automobile show. 

The European show program is now 
complete, the series opening with the 
Paris exhibition in the Grand Palais on 








‘Jumpers’ for Dealers 
at Costume Dinner 


HILADELPHIA, Jan. 27—W. K. 

Armstrong, sales manager of the 
Hurley Motor Co. of this city, was 
toastmaster at what probably was the 
most remarkable “costume dinner” in 
motordom in Philadelphia in years. 
Each of the fifty dealers of the organ- 
ization, which handles Reo passenger 
cars and speedwagons, was supplied 
with a suit of automobile “jumpers” 
just before he entered the dining 
room. 


J. Scott Hurley, president of the 
company, recounted the good busi- 
ness enjoyed by the concern in 1920 
and predicted at least as profitable a 
twelvemonth in 1921. Other speakers 
were: L. T. Brehm, secretary-treas- 
urer of the company; Tom Roberts, 
assistant manager; A. Lemmon, 
eastern district manager, and L. P. 
Stone, eastern district representative. 








October 5 to 16. London will hold two 
shows, the first one being devoted to 
trucks on October 14 to 22, and the sec- 
ond one for passenger cars being held 
on from November 4 to 12 exclusive. 
Belgium closes the series with December 
3 to 15. It is not known if Milan will 
have a show, and a motor exhibition in 
Berlin next winter is doubtful. 


Case Has Tractor Course for 


Atlanta Dealers and Farmers 


Atlanta, Ga. Jan. 28—The Atlanta 
branch of the J. I. Case Threshing 
Machine Co. announced a three-day trac- 
tor school at the local branch Jan. 26 
to 28, all farmers throughout the South, 
as well as interested dealers, being in- 
vited to attend. Instruction was given 
free in every phase of tractor manipula- 
tion, repair and maintenance. An inter- 
esting feature of the three-day course 
was motion pictures wherein all parts 
of the machines were shown in operation, 
together with methods of manufacturing, 
assembling and care. Instructions by 
pictures was supplemented by practical 
demonstrations. James F. Burk, local 
manager of the Case branch, was in 
charge of the course. 


by company officers. 
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Service Competition Must Be 
Made as Keen as Salesmanship 


Cars and Trucks Should Be Kept to 
Maximum Efficiency, Service 


Managers Told 
UFFALO, Jan. 25—Addressing 200 


service managers’ of Pierce-Arrow 
selling agencies throughout the country 
here today Fred J. Wills, the firm’s serv- 
ice manager, declared there must be keen 
competition in service as well as in 
salesmanship in every modern automo- 
bile distributing agency. 

“The time has come,” Mr. Wills said, 
“when the distributor must realize that 
this service competition must be made 
as keen as that of most highly developed 
salesmanship. 

“This is particularly true in the truck 
industry. The head of every distribut- 
ing agency must realize that it is trans- 
portation, not trucks which he is really 
selling. Only through the best and most 
highly developed service can a truck de- 
liver its maximum efficiency. That is 
what the buyer of a truck has a right 
to expect and that is what he must be 
given. 

“Every passenger car and truck should 
have that type of service available to it 
which will enable it to deliver its maxi- 
mum efficiency at all times.” 

The service managers held their con- 
vention at the Pierce-Arrow plant. Sev- 
eral sessions were devoted to a study of 
construction of the new passenger cars 
and trucks which the company has re- 
cently placed upon the market. Under 
direction of Mr. Wills many practical 
service demonstrations were given. The 
greater part of four days was consumed 
in these demonstrations and in addresses 


Building Section of Model 
Road to Meet Traffic Needs 


Chicago, Jan. 28—A road is being built 
in Illinois, federal and state governments 
co-operating, for the purpose of de- 
termining what kind of roads to con- 
struct to meet present day traffic condi- 
tions. This test road which is well under 
way now and which will probably be 
completed early this summer is expected 
to answer the following questions which 
are confronting the engineers of today: 

“What is the economical limit for 
motor truck loads?” 

“What is the corresponding limit for 
the type and thickness of the pavement?” 

“What is the load-carrying capacity of 
the standard types of hard-surfaced 
pavements of varying thicknesses?” 

Clifford Older, chief engineer for the 
state highway department, believes “that 
the results obtained will give a very defi- 
nite idea of. the value of the different 
types and thicknesses of pavement for 
carrying truck loads and also will fur- 
nish a basis for deciding how heavy our 
pavements should be built and the limits 
of the loads which should be carried on 
them.” 
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Closer Attention to Business 
Evidenced at Milwaukee Show 


Dealers Start Initial Effort Toward 
Real Work of Real Merchan- 


dise for Year 


ILWAUKEE, WIS., Jan. 29—Mil- 

waukee’s contribution to the “Back 
to Selling’ movement which is sweeping 
the United States, namely, the thirteenth 
annual automobile show, in the Audi- 
torium, Jan. 17 to 23, was a notable one. 
With characteristic efficiency, the Mil- 
waukee Automotive Dealers’ Association, 
famed nationally as the organization that 
does things and does them right, staged 
a show that acted as a bung-starter to 
release the flow of gold from the barrel 
in which the consumer has been accumul- 
ating his income during the last five or 
six months while he was boycotting on 
buying. By the same token, the show 
generated the heat which worked up such 
perspiration that the dealers and sub- 
dealers of Wisconsin first turned down 
their coat collars, then jerked off their 
coats altogether and rolled up their 
shirtsleeves to pitch into the real work 
of real merchandising for 1921, free from 
the impediments of fear, neglect or care- 
lessness. 

To one who has stood by every one of 
the thirteen Milwaukee shows so far 
held, in the character of an analyst, one 
of the conspicuous impressions received 
from it is that the Milwaukee dealers 
considered it as the most serious busi- 
ness they have ever had to handle. It 
was not that there was lacking any of 
the customary cheerfulness and opti- 
mistic atmosphere, but it was especially 
apparent that among the younger men 
attending displays and booths there was 
a greater seriousness and closer atten- 
tion to business than at previous shows. 

All of which appears to indicate that 
the distributor and dealer trade of Mil- 
waukee is keenly conscious of its respon- 
sibilities and the demands which it is 
having to meet in order to “Get Back to 
Business.” It fully realizes that the day 
of the chair-warmer type of salesman 
is past, and the day of the real salesman 
who is not afraid to work is here. This 
thought was enunciated clearly at the 
various sessions held by the Wisconsin 
Automotive Dealers’ Association during 
the show season. The message brought 
to these gatherings by a group of leaders 
of thought and action in the national 
industry concerned itself much with this 
point and helped greatly to build up a 
proper mental attitude needed for suc- 
cessful merchandising. 


Charleston Trade Body Will 
Continue Good Roads Fight 


Charleston, S. C., Jan. 29—Matters 
Which pertained to practically every 
angle of their business were discussed by 
members of the Charleston Automotive 
Trades Association at an enthusiastic 
meeting here. J. R. Paul, president of 
the association, spoke of the automobile 
business in general; T. -W. Thornhill of 
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the Charleston Oil Co., gave an instruc- 
tive talk on the gasoline situation and 
J. H. Jahn’s, Jr., of the C. D. Franke Co., 
explained various details concerning the 
making out of the income tax return 
blanks and also of the approximation of 
values based on the general depreciation 
in stock articles. 

A talk on garage accounting was given 
by Dougel Bissell of the Paul-Gilbert Mo- 
tor Co. who also reviewed the state tax 
situation in the industry. Marshall 








“Progress” — Gift of 
Dealer Organization 
to Distributor 


OSTON, Jan. 28—‘Progress, pre- 
sented to H. K. Noyes by his 
dealer organization, 1920-1921.” 

The hall clock on the door of 
which this legend is written is a por- 
tion of some exquisite paneling now 
adorning the staircase of the new 
Noyes-Buick building here. 


The paneling is called “Progress.” 
Eastern and Western hemispheres are 
represented. In the Eastern hemi- 
sphere on the right, the paneling be- 
gins with the primeval workers in the 
forest straining and tugging with lev- 
ers of wood and cords of bark at a 
heavy object. 


Step by step each successive stage 
is represented there through the ox, 
the camel to the jinricksha and horse- 
drawn and motor truck. On the left 
it begins with the aborigines and 
works through the final motor power 
car, truck and railroad. Overhead 
are airplanes and balloons. 


The clock which is in the center 
stands ten feet high with seats on 
either side. The face has Noyes 
Buick spelled out instead of numer- 
als. It has three sets of chimes. Re- 
production of the 1921 Buick car and 
the G. M. C. truck fill the panels be- 
tween seats and carving. 








Shingler of the Motor Accessories Supply 
Co. gave a short talk bringing out vari- 
ous selling methods which have proved 
successful. 

It is planned to make the present year 
the biggest in local automobile circles. 
Plans will be made to continue the work 
of the association for the promotion of 
good roads throughout this section of the 
state. 


75, DAY’S OUTPUT FOR OAKLAND 


Pontiac; Mich., Jan. 28—Production at 
the plant of the Oakland Motor Car Co., 
of Pontiac, is going ahead at the rate of 
75 cars a day, which has been the pro- 
duction since the plant reopened in De- 
cember. General Manager Fred W. War- 
ner, upon his return from the New York 
show, stated that actual sales at the show 
had been satisfactory and the annual 
event helped in many ways to improve 
conditions. 
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Le Mans Chosen for French 
Grand Prix Race Next July 


Fifteen Cars Are Entered for Event 
February 28 Last Day 
for Entries 


BY W. F. BRADLEY 


European Correspondent »f Motor Age 


ARIS, Jan. 5—Le Mans has been 

selected as the scene of the French 
Grand Prix Race for 183 cu. in. cars. 
This choice comes somewhat as a sur- 
prise, for it had been expected that the 
Strasbourg district would have been pre- 
ferred for the French road race. Owing, 
however, to the neglect of the local 
authorities to take action, the Automobile 
Club of France decided to accept the 
offer of the authorities at Le Mans. 

The selected course is about 10% miles 
round, and consists of almost level roads 
forming a triangle, one point of which is 
at the gates of Le Mans; the distance 
from Paris is 120 miles. This course was 
used for the recent French fuel con- 
sumption trials, and also for the 83 cu. 
in. light car race. The roads are at 
present in rather poor condition, but the 
local authorities have guaranteed to 
spend °*$30,000 to put them into shape. 
There are no villages around the course 
and very few houses. The land is of 
little value and during the war a large 
portion of it was made use of as an 
American army camp. There are no 
grade crossings and no gradients of any 
importance; two of the right angle turns 
are fairly easy, and one is difficult. 

Fifteen cars are entered for the 
French Grand Prix. They are 4 Ballot, 
3 Fiat, 3 Darracq, 2 Sunbeam, 2 Talbot, 
and 1 Mathis. As final entries do not 
close until the last day of February, it 
is probable that further entries will be 
received. It is proposed to run a motor- 
cycle race over the Grand Prix course 
the day before the 183 cu. in. race. Date 
of the French race is Saturday, July 23. 


Chevalier of Legion of Honor 
Is Bestowed on G. H. Robinson 


BY W. F. BRADLEY 


European Correspondent of Motor Age 


Paris, Jan. 1.—In recognition of the 
good work he has performed, the French 
government has conferred the honor of 
Chevalier of the Legion of Honor on ex- 
race driver George H. Robertson, now 
chief of the transportation division of 
the American Red Cross in Europe. ; 

Robertson came to France in 1917, with 
the rank of captain in the Air Service, 
and was quickly made chief of trans- 
portation of the American Army Air Ser- 
vice, which position he held until all au- 
tomobile services were placed under the 
control of the Motor Transport Corps. 
At the close of the war, holding the rank 
of major, Robertson undertook to handle 
all transportation for the American Red 
Cross in Europe. This work covers an 
area extending from Brest to Constanti- 
nople, and is carried out among a score 
of different nationalities or tribes. 
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Concerning Men You Know 











Fred Lampe, formerly production engineer for 
the Remington Typewriter Co. at Ilion, N. Y., 
has become superintendent of the Automotive 
Straight Air Brake Co. factory in this city. 


Henry Kissel, formerly service manager for the 
Splitdorf Electric Co., is now in charge of the 
repair department of the American Bosch 
Magneto Co. 

E. A. Taylor, production meee for the 
Pierce-Arrow Motor Car Co., has become general 
manager for the Liberty Motor Car Co. It is 
expected that his advent will result in several 
changes in the Liberty personnel. 

Arthur T. Waterfall, in addition to continuing 
as assistant general manager, has become vice- 
president of Dodge Brothers. Harry V. Popeney 
has been made secretary and Reginald J. Fry 
assistant secretary. Matheson, who has 
been acting general sales manager, has been made 
general sales manager. The board of directors 
of the company is now made up as follows: 
Howard B. Bloomer, chairman, and Frederick J. 
Haynes, Arthur T. Waterfall and John Ballan- 
tyne. 

H, V. Goodenough, general manager of the A. 
J. Miller & Co., Bellefontaine, for the past six 
years, has resigned to accept_a similar position 
with the Lorraine Car Co., of Richmond, Indiana. 


H. M. Daniels has been appointed manager of 
the New York branch of the Four Wheel Drive 
Auto Co., Clintonville, Wis. 

J. A. Peterson, who has been connected with 
the manufacturing end of the tire business in 
St. Louis for the last fifteen years, has taken a 
partnership with the Best Service Tire & Supply 
Co. of that city. The company has a battery 
and vulcanizing department in addition to han- 
dling several standard tires. 

George W. Halmick of Farmer City, Ill., and 
founder of the H & L Motor Co., has retired, 
disposing of his interests to his partner, A. E. 
Lowman. The latter has taken a new partner, 
H. R. Savage, formerly of Danville, Ill, Mr. 
Halmick is the pioneer automotive representa- 
tive of Farmer City, embarking in business there 
twelve years ago. 

S. L. Bennett has retired from the National 
Automotive Co. Indianapolis, where he has been 





acting sales aga bald and has been succeeded 
by George W. Higgins who becomes general 
manager. Mr. Higgins formerly was an auto- 
mobile dealer in Indianapolis but has not been 
connected with the industry for the last three 
or four years. 


George Seibert formerly identified with the 
motor car trade in Canada has been appointed 
assistant sales manager of the William Small Co., 
manufacturers of the Monroe. 

Edmund T. Boland, formerly works manager 
of the Kissel Motor Car Co., Hartford, Wis., 
and more recently in charge of operations of the 
Clintonville (Wis.) Tractor Co., has become as- 
sociated in_a similar capacity with the Theodore 
Armleder Co., Cincinnati, manufacturer of Arm- 
leder motor trucks. 


C. C. Clay, for the tg year sales manager 
of the Samson Tractor Co., Janesville, Wis., has 
retired to resume his previous connections with 
the Chevrolet Motor Co., of Atlanta, Ga. He is 
succeeded at Jamesville by Hugh M. Craig, with 
the title of acting general sales manager, pend- 
ing a permanent appointment. Mr. Craig has 
been assistant to Mr. Clay and he is a nephew 
of J. A. Craig, president and general manager 
of the Samson company. 


Fred L. Good has assumed new duties as 
general sales manager of the Ogren Motor Car 
Co., Milwaukee, Wis., manufacturing the Ogren 
Six. Mr. Good retires as sales manager of the 
Wisconsin Auto Sales Co., state distributor of 
the Jordan, after two years’ service. He has 
been connected with the automotive industries 
for 20 years, having been associated in engi- 
neering capacities with Ford and Cadillac and 
later entering sales work with the Thomas Flyer, 
Paige, Locomobile and finally with the Packard 
as wholesale manager of the Chicago branch 
prior to going to ilwaukee with Jordan. 


S. E. Albertson has retired from the Hamper- 
Albertson Co., of Milwaukee, Wisconsin distribu- 
tor of the Liberty Six, to take charge of the 
sales department of the Smith-Koerner Co. of 
Milwaukee, distributor of the Ogren Six in Wis- 
consin and Upper Michigan. Sader going to 
Milwaukee, re Ibertson was head of the 
Albertson Motor Co. of Flint, Mich., Hudson 
and Detroit electric dealer. 








M. L. O’Brien Is Chosen Head 
of Tire Dealers in Milwaukee 


Milwaukee, Wis., Jan. 28—At the an- 
nual meeting of the Milwaukee Tire 
Dealers’ Association, M. L. O’Brien was 
elected president; G. J. Kellner, first vice 
president; R. A. Smith, second vice pres- 
ident; E. H. Berge, secretary, and Law- 
rence J. Engle, treasurer. The associa- 
tion has a membership of fifty of the rep- 
resentative tire dealers of Milwaukee. 
It was organized two years ago as the 
outgrowth of a voluntary organization 
formed during the war period for the 
purpose of effecting economies and pro- 
moting efficiency during the emergency. 
It is considered one of the most in- 
fluential local organizations in the United 
States and its success has been respon- 
sible to a considerable extent for the 
movement which will culminate in the 
organization of.a national association at 
the Chicago National show late this 
month. 

GM TRUCK PRODUCING 9 DAILY 

Pontiac, Mich., Jan. 29—At the present 
time the General Motors Truck Co., in 
Pontiac, is employing more than half of 
the normal working force and the num- 
ber of men will be increased steadily as 
conditions warrant it. According to gen- 
eral manager, W. L. Day, the company 





will probably be in production on its 
five models in March. Production is now 
about nine a day on one light truck and 
in February production will be started 
on a second light truck. Later, work 
will be resumed on the production of the 
heavier trucks. 


Will Take Census of Motor 
Trucks Throughout Country 


New York, Jan. 29—A census of the 
motor trucks in the United States was 
authorized by the Motor Truck Com- 
mittee of the N. A. C. C. at its meeting 
here. It will extend to all communities 
in the country and will determine the 
conditions of the trucks, for what they 
are being used and their tonnage. 

The information would inform manu- 
facturers on the extent to which motor 
trucks have been sold and would give 
valuable information regarding potential 
markets. This census will be supple- 
mental to the survey now being made 
of the use of motor trucks on farms and 
when both are complete it is expected 
that practically every truck in the coun- 
try will be listed. 


STEPHENS TO RESUME 
Freeport, Ill., Feb. 1—H. J. Leonard, 


general manager of the Stephens Motor , 


Works of Moline Plow Co., announces the 
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resumption of operations on Feb. 1. 
Contracts signed with three distributors 
of Chicago, Spokane and San Francisco, 
totalling 2,000 cars, warrants the re- 
sumption of operations somewhat sooner 
than first anticipated. Orders so far re- 
ceived in 1921 are greater than during 
the same period of 1920. The total num- 
ber of cars shipped during 1920 was 
6,956. 


Ask Goethals to Advise on 
Ohio’s Good Roads Program 


Cincinnati, Jan. 17—Mayor-elect Harry 
L. Davis has extended an invitation to 
Gen. George W. Goethals, builder of the 
Panama Canal, and head of the firm of 
George W. Goethals & Co., of New York, 
to make a complete survey, both physic- 
al and financial, of Ohio’s road-building 
program. 

He will be asked to go over the state’s 
needs for roads, lay out a system of pri- 
mary roads and those which should be 
built and make the necessary recom- 
mendations for a complete road-building 
program, together with a statement of 
costs. 


Decatur Dealers Choose Dan 
Tait to Head Organization 


Decatur, Ilil—Dan Tait was elected 
president of the Decatur Automotive 
Association and other officers chosen 
at the annual meeting are as follows: 
Vice president, Elmer Elder; second vice 
president, Fred Seller; secretary-treas- 
urer, C. W. Miller. 

The association with a membership of 
seventy, representing practically every 
local dealer, hopes to be able to present 
a show about March 1, following the 
Bloomington display but preceding the 
Peoria exhibit. 


F. P. Watson Elected to Head 
Mississippi Valley Dealers 


St. Louis, Jan. 29—More than 450 
members of the Mississippi Valley Imple- 
ment Dealers’ Association attended the 
fourteenth annual convention of the 
organization at the Planters Hotel in St. 
Louis, January 11, 12 and 13. The an- 
nual election of officers resulted in the 
naming of Frederick P. Watson, of Mt. 
Vernon, Ill., as president for the 1921 
term and the following as members of 
the new board of directors: L. A. Glover, 
Jonesboro, Ark.; G. A. Erkins, Clarks- 
dale, Tenn.; George Schneider, St. 
Peters, Mo., and G. B. Segrave, Oscelelo, 
Ark. Frank E. Goodwin, Kirkwood, Mo., 
was renamed secretary by the board by 
a virtually unanimous vote. 


ORGANIZE USED CAR EXCHANGE 


Madison, Wis., Jan. 28—A notable de- 
velopment in used car merchandising 
growing out of the unusual conditions of 
the period is the formation of a Used Car 
Exchange by the leading dealers of Mad- 
ison, capital of Wisconsin. It has been 
incorporated under the name of Madison 
Used Car Co., and has a capital stock o! 
$40,000. 
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Reports Show Buyers’ Strike. 
In Canada Is Rapidly Ending 


Some Manufacturers Are Willing to 
Meet Dealers’ Plea for Tax 
Rebate 


TTAWA, Jan. 25—The buyers’ strike, 

so far as the Canadian motor trade 
is concerned, is rapidly breaking down. 
Many dealers and distributors report 
more actual sales during the past three 
weeks than during the preceding three 
or four months. The feeling is general 
that the corner has been turned and 
pessimism has been deposed by optim- 
ism. 


A week ago Friday, a joint committee 
of the Canadian dealers and manu- 
facturers conferred at Ottawa with Sir 
Henry Drayton, Minister of Finance, in 
support of the request made by the 
mammoth deputation of dealers from all 
over the Dominion, which had urged him 
to use his good offices to induce the Govy- 
ernment to rebate to the dealers the ex- 
cise tax (15 per cent ad valorem on cars 
retailing under $3,000 and 20 per cent on 
cars retailing at $3,000 and over) paid 
on unsold cars in stock at the time of 
the repeal of the excise tax. The meet- 
ing was held behind closed doors. 


In Sympathy With Trade 

The Minister made clear his sympathy 
for the trade but pointed out difficulties 
with which he was faced. No precedent 
for the requested refund would make it 
necessary to have an Act of Parliament 
passed during the forthcoming session of 
the Legislature to sanction it: Lack of 
funds would make the re-imposition of 
the tax in part necessary to raise the 
money wherewith to make the refund: 
Other trades and industries similarly 
circumstanced would also demand re- 
funds and so forth. 


The manufacturers’ representatives 
then tentatively agreed that provided the 
Minister of Finance would agree not to 
impose further taxes on motor vehicles 
they would rebate the dealers and set 
prices that over a period of a year would 
extinguish the refunds. Owing to the 
sales resistance factor, it was later 
agreed at a meeting of the manufacturers 
in Toronto that an increase in car prices 
would be very ill advised at this time, 
particularly as the public, in all prob- 
ability, would learn of the reason for the 
increase and would therefore, to a con- 
siderable extent, continue the sales siege 
until the absorption of the loss in ques- 
tion permitted price reductions. 


Meet Loss 50-50 


The proposal was then made that the 
manufacturers meet the dealers half-way 
by absorbing 50 per cent of the loss with 
which the dealers were faced, without 
increasing the price on their cars. It 
was hoped originally that all the Can- 
adian manufacturers would concertedly 
adopt this expedient. Possibly all will 
but certainly not concertedly for today 
the General Motors of Canada Ltd. group 
of car manufacturers — McLaughlin, 
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Chevrolet and Oldsmobile — and the 
Willys-Overland Ltd. have advised their 
dealers that they have decided on the 
50-50 plan. It is believed the other car 
manufacturers will soon follow suit or 
possibly announce independent plans. 
The Ford Company of Canada Ltd., in a 
telegram to the Toronto Automobile 
Trade Association, stated that action, if 
any, would be deferred until the end of 
the month, at which time ‘the Ford 
Dealers’ Convention will be held. 








Automotive Men 


Leaders in Business 
Men’s Club 


HILADELPHIA, Jan. 29—Men in 

the automotive industries are 
among the leaders in the City Busi- 
ness Club, which held its annual 
meeting at the Hotel Adelphia. R. 
Arthur Bittong, well known in the 
trade, was elected president. The 
other officers elected are: William 
C. C. Matthews, first vice president; 
William M. Moore, head of William 
M. Moore, Inc., General tires dis- 
tributor, second vice president; W. 
H. Metcalf of the Wire Wheel Corp. 
of America, treasurer, and Charles 
Dubree, secretary. Edwin A. Lee and 
Thomas Robb were added to the 
board of directors. The club will 
“boost” Philadelphia. 








Ready to Enter into Quantity 


Production of Elwood Tractor 


Madison, Wis., Jan. 24——-The Elwood 
Tractor Co., of Madison, Wis., which 
was organized two years ago by C. D. 
Elwood, a widely known tractor design- 
er and since has been doing experimental 
and development work in Madison, is 
now ready to place the machine into reg- 
ular quantity production. Business men 
of Madison are subscribing to $50,000 
of capital to meet an equal sum already 
invested by a group of local men in the 
perfection of the machine, - building, 
equipment, etc. 

The Elwood tractor is designed so that 
it may be connected with any standard 
farm implement, obviating the necessity 
of farmers buying special types and dis- 
carding existing horse-drawn equipment. 
It is described as a true “one-man” out- 
fit. Mr. Elwood devoted 25 years to the 
farm implement business as a dealer, 
jobber, manufacturers’ representative. In 
1908 he joined the Hart-Parr Co., of 
Charles City, Iowa, having much to do 
with the development of its present trac- 
tor line. He is vice-president and chief 
engineer of the Elwood Tractor Co., of 
which W. S. Heddles, of Madison, is pres- 
dent, and H. A. Burd, secretary-treasurer. 
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Cleveland Wants Automobile 
Mechanics Taught in Schools 


Board of Education Asked to Add 
Course—Service Stations 
Will Help Work 


LEVELAND, JAN. 7—Members of the 

Automotive Association of the Cleve- 
land Chamber of Commerce, acting on 
the theory that the automobile will take 
an even more important place in the af- 
fairs of this city than it now has, have 
asked the Board of Education to offer 
instruction to school pupils in automo- 
tive mechanics. 

Members of the association assert that 
with automobile and motor truck me- 
chanics on the curriculum of the public 
schools, the automobile mechanic will be 
given a new dignity, more young men 
will turn to these trades and in the fu- 
ture the industry will have more skilled 
mechanics to select from. 

It is the idea of the association of- 
ficials that the course in public schools 
should be augmented or supplemented by 
practical instruction in the garages in 
the city. Proprietors of some of the 
largest service stations in the city have 
offered the use of their establishments 
to students. The boys would not ‘be 
turned over to the service stations until 
they have been grounded in the rudi- 
ments of automotive mechanics in the 
public schools. 


E. S. Jordan One of Delegates 


Under the provisions of the Smith- 
Hughes law federal and state funds will 
be available for the course. 

Edward S. Jordan, president of the 
Jordan Motor Car Co., was chosen as one 
of the three Ohio delegates to the Na- 
tional Automobile Dealers’ Association 
convention in Chicago. 

After discussing the trade abuse of re- 
turning goods to dealer, wholesaler, job- 
per and manufacturer, a committee of 
ten was named to study the matter and to 
work out a plan to ward abatement. 


Lester, Pioneer in Industry, 
Resigns from Packard Service 


Detroit, Jan. 28—After ten years as- 
sociation with the Packard Motor Car Co. 
as general technical service manager, C. 
R. Lester has resigned from that position. 
His plans are indefinite at the present 
time but he expects to take a much 
needed vacation before assuming new 
duties. 


Under Mr, Lester’s direction, service at 
the Packard company has been standard- 
ized and brought up to a definite routine. 
He was the originator of Packard “Ser- 
vice Standards,” “Uniform Stockkeeping 
Methods” and “Uniform Service Repair 
Methods” which are in use in all the 
Packard distributors’ service stations. 

Mr. Lester is a member of the executive 
committee of the factory service man- 


agers division of the National Automobile 
Chamber of Commerce. 
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ERE is an advertisement that the 

Fort Wayne (Ind.) Automobile Deal- 
ers’ Association has run in the local 
papers: 


“SOMETHING IN A NAME. 


“Being another exception that proves 
the rule. 


“In every profession, every science, 
every art, every industry, certain names 
are linked prominently with progress. 
You cannot think of electricity without 
thinking of Edison—of oil and forget 
‘John D.’—of great singers and overlook 
Patti. 


“So it is with merchandising, whether 
the name be that of an individual or an 
association of individuals—whether the 
goods be safety pins or false teeth, per- 
ambulators or motor cars. It is not 
merit but the recognition of merit that 
makes for permanence. 


“To merit public confidence we believe 
that an automobile merchant must be a 
bona-fide dealer; must handle cars of 
recognized worth; must conduct a reg- 
ularly established place of business; 
must be able to render efficient service 
on the cars he handles; must do busi- 
ness on the square. 


“These are the principles—good busi- 
ness policies—to which we are pledged 
for your protection. And it is our privi- 
lege to prove that there IS something 
in a name. 

“FORT WAYNE AUTOMOBILE DEAI- 
ERS’ ASSOCIATION. 


“Pledged to do business on the square.” 


After Truck Repair 
Work 


This is the kind of general truck re- 
pair letter one firm is sending out: 

“More than ever this winter you will 
probably be impressed with the fact 
that the value of the motor truck can 
be measured only by the service it de- 
livers. 

“Winter places a heavy burden on all 
transportation facilities, and your truck 
will be called upon to do its share, per- 
haps more. Is it in first class condi- 
tion to meet this demand? 

“Our service department has been 
developed to a point where we are in 
position to give exceptional attention to 
truck repairs. We have the men and 
the tools specially adapted for work on 
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epartment? of’ 


BETTER BUSINESS 


Conducted by RayW. Sherman 


Do Business. on the Square 


trucks and we would appreciate an op- 
portunity to inspect your truck and rec- 
ommend any repairs or adjustments that 
may be necessary to insure you a full 
return in performance from your in- 
vestment, 

“Drive in any day and ask to have 
our mechanics go over your truck.” 


Get the Passerby to Stop 
and Look 


We are firm believers in the idea that 
it is the unusual that always attracts 
the attention. With this thought in mind, 
we brought our portable crane from the 
shop to our sales floor and suspended 
from it an Oakland chassis by one of 
the: side-members of the frame. We then 
removed the engine pan so that a clear 
view could be had of the pistons, cylin- 
ders, etc. At night we placed a red 
bulb back of the engine. The crane, with 
the chassis suspended, is pushed up 
close so that the four wheels almost 
touch the glass of the show room. A 


Service Cafeteria 





CANDEE'S 


Fix It Yo'self 


SHOP 


1041 So. Main St., Los Angeles 


Bench room 10c¢ an hr., Drill Press and Power Saw, 25c, Lathe, 75¢ 
Auto Space 25 cents per hour and up. 
Auto Space includes: Bench, Vise, and Emery Wheel. 





Tools, 5 cents an hour and up. 
Skilled Mechanics to help you out, $1.50 per hour. 


Wash and Oil It 
Yourself 


Best and Quickest System known-Compressed Air, Hot, Cold Water 
Wash Rack, 50 cts. an hour ; Will be ready about Dec. Ist. 


OPEN TILL 11 P. M. 


Candee’s Fix It Yo'self 


SHOP 
1041 SO. MAIN STREET 

















For those car owners who insist on 
tinkering with their cars the service 
cafeteria assures the proper tools so 


the damage will be held to the 


minimum 


very good “close-up” is thereby given of 
the part of a car that most motorists 
see only when they are themselves un- 
derneath, looking up. That we are right 
in our belief that it is the out-of-the- 
ordinary that stops the passerby has 
been proven to our entire satisfaction.— 
G. O. Goodwin, Sharman Automobile Co., 
Boise, Idaho. 


Demonstrate the Car for 
Yourself 


Hundreds have availed themselves of 
the offer of Al. G. Faulkner, San Fran- 
cisco distributor, to loan outright for a 
day a Marmon 34 to any responsible 
party. This unique “demonstrate the 
car for yourself” plan has attracted wide- 
spread comment both in and out of the 
trade. 


Watch the Tires as 
They Go By 


“Watch the tires passing your place of 
business, says Adolph Schmitz, Chicago 
tire dealer, “and when a car goes by 
without a’ spare take the number of the 
car and be sure and call on the owner 
at once as he is certainly an immediate 
prospect. Or, if a car is fully equipped 
and the tires should show wear to a 
point where it means that he will be in 
the market shortly do not wait until he 
is down and out but send your repre- 
sentative to see him at once.” 


See Us to Prevent 
Another Accident 


A battery station carries tire chains 
and makes every effort to sell them. The 
manager of the establishment secured a 
photograph which showed a car bottom 
up and over the picture he attached a 
card with the typewritten legend, “Chains 
might have avoided this. Chains for sale 
here.’”’ Now everyone who comes into the 
place sees that .picture and reads the 
message. : 


Shellacs Shop Repair 


Orders 

In one shop all shop repair orders are 
coated with white shellac so that the 
cards come back clean. Now, of course, 
the mechanics do not always have spot- 
less hands, but with the coating the cards 
are not soiled as any grease or oil is 
easily wiped off. 
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Keep Up the Morale of the Selling Force 


H. BIERMAN of the Reo Springfield 
e Co., Springfield, Mass., is going at 
sales resistance by applying the general 
principle of hard work, and by adopting 
a dollar for dollar value as a sales policy. 

“We insist that our sales force keep 
busy,” he says. “The house sets them 
an example by keeping busy. 

“We had a small repair shop on the 
third floor of our building that we didn’t 
really need for repair purposes; this 
we redecorated and fitted it up as a high 
grade show room for used cars. Used 
cars placed in this room were renewed 
inside and out and a mechanic was as- 
signed who would start them up every 
morning to see that the electric systems, 
including batteries, were all right and, 
in short, to prevent any minor mishaps 
which would discourage a possible buyer 
while inspecting or taking demonstra- 
tion. 

“We instituted a direct by mail cam- 
paign from a carefully selected list, using 
specially designed letters as well as 
printed literature. Our selling force was 
so encouraged by the firm’s efforts to 
give them all possible support that buy- 
ing interest has remained unusually 
good.” 


Divides City Into Dis- 
tricts to Sell Trucks 


The De Luxe Automobile Co., St. Louis, 
believes in an intensive district canvass 
to sell motor trucks. Its sales plan is 
to divide the city into districts in which 
junior salesmen will operate in door-to- 
door fashion, scouting out the transpor- 
tation needs of the manufacturers and 
dealers encountered. Leads discovered 
by these salesmen will be followed up by 
senior salesmen and by “closers.” 


Promoting Cylinder Oil 
Sales By Asking 


Ask every car owner as he is getting 
ready to leave the garage, “Have you 
plenty of water in your radiator?’— 
making it very clear that you will gladly 
fill his radiator if it requires filling. This 
is an opener so unusual that it gets at- 
tention. The question is always fol- 
lowed by another, “How’s your oil?” 
which generally gets, “Better look,” and 
then, of course, it’s up to you. Make 
your customers entirely dependent upon 
you as nearly as possible-—R. E. Coul- 
ter, Des Moines, Ia. 


Program of Events for 
Motorists 


In the springtime and during the sum- 
mer, car owners are always watching 
the papers to find interesting places to 
which they can make short trips. They 
are looking for announcements of street 
fairs in nearby cities, special events at 
the lake, new and particularly beautiful 
drives, etc. In this fact lies the chance 
for some live wire dealer in each city 
to render a real service to motorists 
which will be greatly appreciated and 





which will be of value to him in the pub- 
licity he will secure by reason of doing 
it. In his advertising and on placards 
in his sales room this dealer might list 
“PLACES FOR MOTORISTS TO GO 
THIS WEEK.” And under this heading 
he might each week list such places in 
some such manner as this: 

“Street Fair at Brampton, Tuesday to 
Saturday inclusive. Special evening 
entertainments. 








A Bigger Market for 
Your Ideas 


NE idea in your own mind is one 
idea. That same idea given to 
35,000 other men through the Better 
Business Department of Motor Age 


becomes 35,000 ideas. 
Ideas help us all. They are the be- 


ginning of money-making plans. The 
smallest good thought may lead to a 
big result. Just as you are getting the 
good ideas of others through this 
department, give them a chance to get 
square with you by using one of 
yours. For the trouble of writing the 
idea Motor Age will send you ONE 
DOLLAR and you have the satisfac- 
tion of having done the industry a 


service. 








“Dancing Tuesday, Thursday and Sat- 
urday evenings at Smith’s Lincoln High- 
way hall at Maysville. 

“Chamber of Commerce Outing at 
Rolf’s Lake, all day Thursday.” 

The list might also contain suggested 
trips for the week-end, for all day Sun- 
day and for Sunday afternoon. 

It would probably soon get to be a 
habit for the car owners of the city to 
watch the dealer’s advertising or to visit 


GO AND 


(With apologies 


.L,' LECTION time is over now, the White 

House has been leased, so let us turn 
our thoughts -to how our trade can be 
increased. Disturbing influences past— 
strikes growing less and less, we find 
ourselves in shape at last to straighten 
out the mess. The transportation knot 
is cut, stuff’s moving slow but sure; 
we’re getting up from out the rut, and 
ready for the cure, It’s just hard work 
and confidence, with lots of pep and kick 
that we know from experience is bound 
to turn the trick. It’s up to you and me 
my friend to say how times shall be, and 
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“his salesroom for the purpose of seeing 


what to do each week. The dealer, of 
course, would secure his information by 
watching the news and country corres- 
pondence columns of the local newspa- 
pers very carefully. 


Keep Your Customer Out 
of Trouble 


The way for the dealer to give real 
service is to keep his customer from hav- 
ing trouble. Tell your customer what 
might happen to his motor car some day; 
suggest that he carry an extra tire, some 
blowout patches, a couple of tubes and, 
by all means, an extra gallon of your best 
oil and a brand new set of chains under 
the seat. Then he will not be phoning in 
to you when he gets off fifty miles to 
come and see what the matter is and to 
come and help him out. The best service 
isn’t getting a.man out of trouble after 
he gets in; it’s keeping him from get- 
ting in—Archie R. Albro, Marathon, N. Y. 


Business Education 


“One thing dealers need to learn,” says 
a company executive, “is the difference 
between discount and turnover. Too 
many of them think it is better to handle 
an article that pays a discount of 30 per 
cent rather than one that pays 20, even 
though the 20 per cent article can be sold 
once every month whereas the. other 
sells once a year. In the case of the 20 
per cent article, the dealer is making 
300 per cent a year on his money and 
only 43 per cent in the other case. It’s 
time there was more real study of mer- 
chandising.” 


Capitalizes Cold Winter 
Nights 


The Northern Indiana Motor Car Co., 
of Fort Wayne, Ind., distributor of the 
Studebaker in this territory, has hit on a 
scheme which is registering a big hit 
with the Studebaker owners in Fort 
Wayne. On cold nights when there is a 
chance that radiators will freeze, the 
company sends a man around town to 
try out all the Studebaker cars which 
are parked in front of theaters, office 
buildings, etc. By doing this he keeps 
the cars from freezing and makes it easy 
for the owners to start the cars when 
they are ready to use them. 


GET ‘ER 


to Walt Mason) 


if a helping hand you’ll lend, we'll have 
a business spree. There’s lots of busi- 
ness we are told, it’s just a case of 


-“rustle,” the world’s but waiting to be 


“sold” so let’s get out and hustle. There’s 
lots of work for motor trucks, there ’re 
lots who soon must buy, and if you’d 
gather in the “bucks” don’t sit around 
and sigh. Put on your mitts and over- 
shoes, for prospects go and look, the 
one thing that will cure the blues is 
orders in your book.—Garford’s Haul- 
Age. 












































































SOME 
QUESTIONS 
ANSWERED 


Storage Garage for 
Investment 


E have a lot on which we would like 

to build a garage. The garages out 
here are getting from $12 to $18 for live 
storage. 

What do you think of this proposition 
as an investment? About how many cars 
could be stored in this space and what 
would be the approximate cost of build- 
ing ?—Harrigan Auto Sales, Oak Park, IIl. 

The space included in your sketch will 
hold comfortably thirty-six cars. As an 
investment, such a proposition seems to 
be a paying one around Chicago as far 
as we know, and we see no reason why 
it should not pay at the rate of from $12 
to $18 a month. 


As far as we can determine, a building 
of this size would cost from $45,000 up, 
$45,000 being the minimum. 


Purchase of Tools Before 
Building 


I am planning to build a garage and 
would like a little information. Do you 
think it a good plan to buy tools all along 
or buy them all at once? It will be a 
year or more before I will be ready to 
build.—M. L. Haynes, Dimmock, W. Va. 

In answer to your inquiry regarding 
the. purchase of tools for your shop, we 
would say that if you have no use for 
the tools at present, you would do better 
to hold your money in the savings bank 
at interest than to purchase your tools 
when you are not ready to use them. 

Of course, if you are already started 
and are in need of some of the tools, 
then we advise you to purchase them as 
needed. 


Standard Storage Slip 


The writer has been appointed as one 
of a committee to investigate and report 
upon the practicability of adopting a 
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Is Storage Garage a Good Investment? 


standard uniform storage slip which slip 
might be signed by the owner of the car 
proposing storage and kept on file by the 
garage making such slip or giving such 
storage and the writer had decided to 
seek legal advice and it occurred to me 
that you may be able to make suggestion 
which will be helpful, in fact, you may 
have just exactly what we want. 

The idea is to work out a storage tag 
that may be signed by the owner of the 
ear that is to be put into storage and 
which will give the garage owner pro- 
tection in case of fire, that is, reasonable 
protection. We do not desire to protect 
ourselves from reasonable responsibility, 
but merely against the owner who carries 
no insurance himself, whose car is in 
poor operating condition, such as _ bat- 
teries run down, spark plugs in bad con- 
dition or in fact, such troubles that may 
prevent quick starting of the car is case 
of fire or for example, as one car owner 
recently did, remov the key so that the 
car could not be started and when a fire 
occurred a few days later the garage 
owners were unable to remove the car 
and it burned up. The owner of the car 
is now seeking damages. Our association 
desired to protect its members in the 
future from such troubles if possible and 
reasonable. 

If you have anything to offer we will 
be indeed pleased to hear from you and 
will be glad to give every consideration 
of anything you may offer.—Baker Steam 
Motor Car & Mfg. Co., Pueblo, Colo. 


GARAGE OWNER’S ASSOCIATION 
PROPOSES CONTRACT 


The Garage Owner’s Association here 
are working on such a uniform storage 
contract as you suggest. Of course, it 
has not been tried out and the good 
results are not as yet known. 


I would suggest that your contract be 
drawn up in the nature of a lease of 
space to a car owner. Each car space 
rented in the garage could easily be 
numbered and thus known and referred 
to. The lease of space might give the 
garage owner the benefits of the relation 
of landlord and tenant between himself 
and the car owner instead of the relation 


How Steep an Incline? 
When Should Tools Be Purchased? 
What Is Standard Storage Slip? 


of a storage man or warehouseman. The 
responsibility of the landlord under a 
lease being more favorable than that of 
the warehouseman. 

However, the garageman cannot legally 
contract away his responsibility for his 
own negligence in cases of fire, or other 
cases. Such contracts have been invari- 
ably held to be against public policy and 
void. As for the car owner’s note in 
failure to do certain specific things, this 
may be negligence on his part contrib- 
utory to the loss, and if such be the 
facts he may not recover. 


provision in the contract, to do certain 
things, as suggested by you, his failure 
so to do, might aid the garage owner in 


showing contributory negligence reliev-- 


ing of the loss. 


How Steep Should 


Incline BeP 


Q—Please inform us if it is possible for: 


use in a garage, to build an incline 45 ft. 
long with a rise of 14 ft. 

The size is the one we most desire, but 
if absolutely necessary could lengthen it 
15 ft., making a total of 60 ft. incline 
with the same rise.—Johnston’s Garage,, 
Barrett, Ind. 


The incline and rise that you speak of 


would be rather steep for public use. 
We seldom recommend greater than a 
15 per cent rise which is at the rate 15 
ft. to 100 ft. run. A 14-ft. rise and a 
45 ft. run would be approximately 33 per 
cent, and even a 60 ft. run would be 25 
per cent which is quite a steep rise. If 
you can reduce it to 20 per cent making 
it 75 ft. long, would say that you might 
get along all right. Of course, good driv- 
ers would have no trouble with these 
steep rises, but you may have trouble 
with inexperienced persons. 


Now if the 
car owner was required by contract, or 





































Sati thbd aisteaterd 





ines oti = 


Cale PE Be alt 

















= CASA ping came at de 


Ps ee ee Eee 





February 3, 1921 


Lattice Truss 


MOTOR AGE 


Type of Roof 


Popular and Inexpensive 


No. 305 


Ww* are contemplating a one-story 
building fifty by eighty ft. and 
would like your assistance. 


About how high should the walls of 
this building be from floor to plate. We 
do not want posts to support the roof 
and do not know how to go about prop- 
erly bracing it. 

We want the entire front to serve as 
show and stock room, and want passage 
way from storage room to show room 
large enough to allow driving a car 
through. 

What pitch would you advise us to give 
the roof? 








A flat gravel roof should have a pitch 
of at least 1-2 in .per foot, or 40 in. to 
the length of your building. Any other 
pitch up to 3 in. per foot may be used, 
but for roofs steeper than that proposed, 
roofing is better as the tar and gravel 
tend to run off in warm weather. Shingles 
should not be used for roofs pitched 
less than 4 in. per foot. 


Figuring Lumber List 


You can figure the square feet in the 
outside walls which is the number of 
board measure ft. you will use for sheet- 
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No. 305—Layout for sales and 


How much lumber would it take to 
sheet a building of this size? How much 
and what size lumber would the framing 
of this building take?—Paul Honkavaara, 
Palmer, Mich. 

We refer you to our plan No. 291 in 
the Dec. 2 issue of Motor Acre. It gives 
a roof construction that is easier to 
build than the one you suggest and re- 
quires no _ special knowledge. Your 
truss is allright, but should have more 
panels or divisions, and would be more 
economical if not so high. Also it 
should be designed carefully as to size 
of rods and timbers and methods of at- 
tachment. It might be patterned after 
a truss of the same size that is in use 
and has proven successful. The lattice 
truss is made up of so many parts and 
fastened in so many places that it is not, 
like other trusses, dependent on a few 
carefully made joints and consequently 


is more easily built by inexperienced 
men, 
MILL TYPE OF CONSTRUCTION 


ADVISED 


We would also advise, as in plan No. 
291, that the mill type of construction 
be used. This consists of a framework 
of timber upon which the lighter parts 
of the structure are carried. Points upon 
which your trusses rest will need rein- 
forcing in any event, 








CCESS. DISPLAY 


service station 50 ft. by 80 ft. 


TTT 


Automotive Architecture 


ide this department MOTOR AGE 
aims to assist its readers in their 
problems of planning, building and 
equipping, service stations, garages 
dealers’ establishments, shops, filling 
stations, and in fact any buildings 
necessary to automotive activity. 


When making requests for assist- 
ance please see that we have all the 
data necessary to an intelligent han- 
dling of the job. Among other things 
we need such information as follows: 

Rough pencil sketch showing size 
and shape of plot and its relation to 
streets and alleys. 

What departments are to be oper- 
ated and how large it is expected 
they will be. 

Number of cars on the sales floor. 

Number of cars it is expected to 
garage. 

Number of men employed in re- 
pair shop. 


PPTTTTITITTT TTT) 


And how much of an accessory de- 
partment is anticipated. 
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ing add about 10 per cent of waste and 
15 to 25 per cent if matched lumber is 
used. The man who does the building 
will have to make out his list of lumber, 
then he can work more advantageously. 

The standard height front floor to 
under side of trusses is 12 ft. though 11 
ft. and even 10 ft. clearance is often 
found. 


No. 306 
SMALL REPAIR SHOP 


Would like to have plans for a repair 
shop 30 ft. by 20 ft. deep with show win- 
dow and also an estimate on the cost, if 
possible. 

The center door and driveway is quite 
unpractical for a space as narrow as 30 
ft. By the time partitions, walls and a 
10 ft. passage is deducted you would 
have little more than 3 ft. left on each 
side which would be of little use as a 
show room though it might function as 
an accessory store and office very nicely. 
Even if you were to give up the show 
room the side entrance is better as it 
gives a clear passage to the rear and 
the narrowness forbids a center aisle 
in the rear as well as front. 

We cannot give you an estimate of the 
cost. There are so many variables 
entering into an estimate that unless we 
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No. 306—Small repair shop 





know them all our estimate would be of 
little value. Architects make rough 
estimates based on cubic ft. of sq. ft. 
floor and such estimates on this build- 
ing would run from $7000 to $8500. If 
you intend to let a contract for the job, 
get some contractors to figure on it. 
They are the only ones who know 
local conditions of labor and material. 






























42 


7 








MOTOR AGE 





February 3, 1921 


5 — (= ring He use 


uestions and Nuswers 


Labor and Materials Necessary to 
Repaint Average Car 


Which will turn out the best job— 

¢ Painting, Spraying, Flowing, Dipping 
or Baking? 

2. Is the enamel on new cars obtained 
by baking? 

38. What will be the net cost of ma- 
terial and how much work is required to 
repaint the average touring car? 

4 Wfill this repainting be as 
as the work on a new car? 

5. Does a good job depend more upon 
the skill of the painter than on the 
material and conditions? 

6. What price is usually charged a cus- 
tomer for a good job? 

—D. C. Slick, 2625 Lincoln Ave., Granite 
City, Ill. 

1—All of these systems have their 
advantages and it would require a book 
to discuss them thoroughly. Brush work 
is adapted to job shop work as here the 
bodies are completed with upholstery 
and trimmings, while in the factory they 
can be painted before so finished and 
the paint either sprayed or flowed on. 
Finishing varnish is usually applied to 
the body panels, etc., with a brush on 
account of the runs that develop when 
applied in-any of the other ways, but it 
can be sprayed on the chassis or wheels 
with good results. Most parts can be 
dipped in less time than they can be 
flowed, but dipping tanks are required 
and these must be kept filled with the 
paint material. In flowing, no tanks are 
needed as the paint is simply flowed onto 
the surface, and that which drains off is 
used again. 


durable 


Method Depends on Work 


Choice between the two methods de- 
pends largely upon the nature of the 
work. Baked-on enamels produce the 
most durable finishes known to the trade, 
and most manufacturers are now using 
them on the fenders, splashers and other 
small parts that can be placed in an 
oven and baked at comparatively high 
heat. Baked-on finishes on the body and 
chassis would make for excellent work, 
but owing to the presence of wood, etc., 
which will not withstand this high de- 
gree of heat, lower baking temperatures 
are required which do not produce the 
same hard and durable finishes but do 
cut down the drying periods for the 
coats appreciably. Most manufacturers 
“force dry” the paint coats in special 
drying rooms or ovens, but such finishes 
cannot be compared with the baked-on 
ones for excellence and durability. 
2—Yes, but there are different grades 
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Technical Editor, Motor Age. 





The Readers’ Clearing House 


i Men department is conducted to 

assist Dealers, Service Stations, 
Garagemen and their Mechanics in 
the solution of their repair and serv- 
ice problems. 


In addressing this department read- 
ers are requested to give the firm 
name and address. Also state whether 
a permanent file of MOTOR AGE 
is kept, for many times inquiries of 
an identical nature have been asked 
by someone else and these are an- 
swered by reference to previous 
issues. MOTOR AGE reserves the 
right to answer the query by personal 
letter or through these columns. 
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of enamel—all depending upon the bak- 
ing temperature. 


3—There are several methods of re- 
painting that can be employed, and the 
one that is used will determine the cost 
of the work. For high grade repainting 
over surfaces that do not require burn- 
ing off, approximately $10 worth of 
material would be used and from 70 to 
80 hours labor, including the prelim- 
inary washing and final showering, in 
doing the work on a 7-passengér Pack- 
ard touring car. For a very cheap job 


of repainting here, only $3 or so worth 
of material would be used and about 15 
hours of labor. 


4—A high grade job of repainting over 
surfaces that do not require burning off 
is the equal in excellence and durability 
of a new job. Repainting surfaces that 
require burning off is but a temporary 
repair at its best. ; 


5—Good work depends upon both the 
skill of the workman and his knowledge 
of materials and conditions. He must 
have the proper materials to work with, 
and a knowledge of their preparation, 
application and handling. i 


6—The surface conditions on the paint 
coats of an automobile determine just 
what sort of treatment must be given 
them in order to revive them. A burn 
off and repaint type of job is the most 
expensive because the greatest amount 
of material and labor is involved in its 
performance, while a touch up and var- 
nish is the cheapest because of the few 
operations involved. We refer to the. 
best grade of work in both instances. 
Prices vary in different parts:of the 
country and it is impossible to state just 
what you should receive for either type 
of job in_your city. The best shops here 
are charging from $300 up for a burn 
off and repaint and about $75 for a touch 
up and varnish. Their overhead expense 
is much greater than yours, and you 
should be able to turn out the same 
grade of work for less money. If you 
know your present overhead expense you 
can roughly figure what you should get 
for the job mentioned above with the 
the figures there given. 


Automobile Painting in 
Open Air 


In India we have no opportunity of 
obtaining steam, but we have a good 
room on the ground floor and can have 
paint and varnishes imported as you sug- 
gest. Do you think it possible for us to 
obtain good results when no steam is 
available and where the work must be 
done in the opefi air?—A. Rashid. 

The room that you describe here is 
satisfactory for the work of painting 
automobiles providing it can be closed up 
and the dust and dirt from the outside 
kept from blowing in on the work. After 
applying the coat of finishing varnish 


screens can be placed around the car to 


protect the surface from any dust that 
might be raised in the room while work- 
ing on other cars, but a finishing room 
will not be required unless you have so 
much work that you find it better to 
separate it. 


Varnishing’ should be done in a room 
temperature of from 75 to 85 deg. F. and 
80 deg. is preferred. It requires this 
amount of heat for the varnish to flow 
out into a uniform film possessing good 
gloss, and good varnishing cannot be 


‘done without it. The fact that you have 
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no steam is not important, as you can 
use stoves if the room temperature does 
not meet the above requirements. 

You also say that you would like to do 
automobile painting in the open air. Your 
success here will depend largely upon the 
climate of your country and the condi- 
tions that surround the spot that you 
choose for the work. If you protect the 
car from draughts and gusts of dust 
laden wind you can apply the surfacing 
and decorating coats without much diffi- 
culty, providing of course that you select 
days that are suited for the work, but 
in applying the finishing coat of varnish 
we are afraid that you will have some 
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difficulty in getting a clean surface on 
account of your inability to properly pro- 
tect the work. 

The surfacing coats that are applied 
for the purpose of levelling the inequali- 
ties of the surfaces are rubbed or 
sanded down; and the rubbing varnish 
or color varnish coats are also rubbed. 
This sanding or rubbing will free the 
surfaces of any accumulations of dust or 
dirt, but the finishing coat of varnish is 
not rubbed unless a dull finish is desired, 
and this makes it necessary to see that 
the coat is kept clean. You should have 
little difficulty in obtaining a room, and 
in providing yourself with the facilities 
to turn out a very high grade of work. 


Profits from Automobile 
Painting 


We are desirous of obtaining informa- 
tion and literature on automobile paint- 
ing and an idea of the probable revenue 
from painting which could be expected 
from a garage with stalls for three hun- 
dred cars.—The Union Construction In- 
vestment Co., 1836 Euclid Avenue, Cleve- 
land. 


There is no literature that we know of 
that will give you any information re- 
garding the proportion of cars out of 
300 that would require repainting. ‘We 
can say, however, that there are very few 
cars whose paint coats do not require 
some attention after they have seen an 
average year’s service. 


GETTING AN IDEA OF POTENTIAL 
DEMAND 


If you are occupying the premises de- 
scribed may we suggest that you have a 
competent man go over the cars and 
make an accurate check of just how 
many of them require the following 
treatments: 


1. Burn off and repaint. 

2. Repaint. 

3. Color varnish. 

4. Touch-up and varnish. 

5. Combinations of the above and re- 
pairs. 


This will give you a basis for your 
figures, and the same proportion can be 
taken for all of the cars in your locality. 
There is no doubt but that a paint shop 
would prove itself a very profitable de- 
partment and in no sense dependent upon 
the cars in the garage. Automobile me- 
chanies can be found at every point but 
competent automobile painters and well 
equipped. shops are so far and few be- 
tween that car owners are forced to drive 
to the larger cities in order to get the 
work done. 

Burn off and repaint jobs here are 
bringing from $300 up to $450, and we 
hear that New York prices are con- 
siderably higher. You will have little 
difficulty in getting plenty of work re- 
gardless of the garage itself, but your 
labor problem will be different as good 
painters are not to be had in abundance. 
The factories have developed specialists 
who are competent on certain operations, 
but these same men are not always, nor 


usually, competent to handle job shop 
work from beginning to end. 


STROMBERG ADJUSTMENT 

Q—Give the adjustments of the Model 
G. Stromberg carbureter. 

2—Is there a book printed giving the 
adjustments of all makes of carbureters? 
—Harris Opp, Dillen, Mont. 

2—There are two adjustments that 
need attention, “A” the low speed nut 
and “B” the high speed nut. 

With the engine at rest set the high 
speed nut “B” so there is at least 1/16 
in. clearance between the spring “G” and 
the nut “X” above it. This is impera- 
tive. Set the low speed nut “A” so the 
air valve “E” is seated lightly. To start 





1—Sectional view of model G 
Stromberg carbureter 


Fig. 


the engine first close the choker valve 
“R” in the air horn by the control pro- 
vided. Open this as soon as the engine 
starts and keep open while it is running. 
If the engine does not start on the third 
or fourth turn of the crank open this 
valve and the engine should then run. 
Do not adjust the carbureter until engine 
is thoroughly warmed up. 


When the engine is warm and with 
spark retarded adjust nut “A” up or 
down until the engine runs smoothly at 
low speed. To determine proper adjust- 
ment open the air valve with finger by 
depressing “X” slightly. If, when so 
doing, engine speeds up noticeably it 
indicates too rich a mixture and “A” 
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should be turned down notch by notch. 
If, on the other hand engine dies sud- 
denly when slightly opening the air valve 
it indicates too “lean” a mixture, and 
“A” should be turned up until this is 
overcome. Once properly set for idling 
do not change this adjustment when 
making the high speed adjustment. 
When making high speed adjustment 
advance the spark to the normal posi- 
tion and open the throttle gradually. 


If engine backfires through the car- 
bureter it is a positive indication of too 
“lean” a mixture and nut “B” should be 
turned up notch by notch until this is 
overcome. If mixture is too “rich” as 
indicated by a loading of the engine and 
heavy black smoke from the exhaust 
turn “B” down until engine operates 
properly. A further test for the correct 
mixture at high speed can be made by 
depressing the air valve when the engine 
is running at this speed. If when so 
doing engine speeds up it indicates too 
“rich” a mixture, if engine runs slower 
too “lean” a mixture. 


Turning either adjustment nut up 
means a richer mixture or more gas. 
Down means a leaner mixture or more 
air. 


3—A book on carbureters by Page can 
be obtained from the U. P. C. Book Co., 
243 W. 39th St., New York City. There 
are other good books dealing with this 
subject which can be supplied from this 
and other publishers. 


HOLLY CARBURETER 


Q—Publish cross-sectional view of 
Holly carbureter used on the Ford show- 
ing what the various vents and passages 
are for.—A Reader, Idaho Falls, Idaho. 

Fig. 2 is a sectional view of the Holly 
carbureter used on the- Ford and all 
of-the passages are identified. The gas- 
oline flows from the fuel tank to the 
carbureter float chamber. The adjust- 
ment of the fuel is accomplished by 
means of the spray needle. The air 
drawn in through the air intake and the 
fuel admitted through the spray needle 
passes into the slow speed tube, thence 
to the mixing chamber and out into the 
uptake of the inlet manifold. 





Fig. 2—Sectional view of Holly 


carbureter used on Fords 
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ELECTRICAL SYSTEMS 








MAXWELL AMMETER INSTALLATION 
Q—Publish wiring diagram showing 

how to install an ammeter on a 1919 

Maxwell.—Harry Manist, Canton, Ohio. 


Fig. 5 shows the necessary connec- 
tions to be made for the installation of 
an ammeter. 


STUDEBAKER WIRING DIAGRAM 

Q—Publish wiring diagram of Wagner 
system, single unit No. 120.—Wade Quil- 
lero, Portsmouth, Ohio. 


A wiring diagram of the Wagner single 


unit system applied to the 1913 Stude- 
baker model 35 is shown in Fig. 6. 


CHEVROLET WIRING DIAGRAM 


Publish wiring diagram of the Model 
H-3 Chevrolet roadster.—G. J. Wilson, 
Milwaukee, Wis. 


The wiring diagram of the model H-3 
Chevrolet car is shown in Fig. 2. 


Wiring Diagram of Chevrolet H-3 


CHEVQOLET H. 23 %4 
AUTO LIGHT. SYSTEM. 





Diaerams of Delco Charging and Starting Circuit on 
1912 Cadillac 
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1912 CADILLAG -DELCO CHARGING CIRCUIT 


Fig. 3 


CADILLAC WIRING DIAGRAM 
Q—Publish wiring diagram of the 1912 
Cadillac.—M. L. Bulkeley, Kansas City, 
Mo. 
Figs. 3 and 4 show the charging and 
starting circuits of the Delco system 
employed on the 1912 Cadillac. 
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1912 CADILLAC -DELCO STARTING C1QCUIT 


Fig. 4 
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Fig. 5—Wiring diagram showing the 
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connections to be made when instal- 
ling an ammeter on a 1919 Maxwell 


EMPIRE CLUTCH ADJUSTMENT 

Q—What is the bore and stroke of a 
Model 33 Empire car? 

2—What is the hp.? 

3—What make of clutch is used and are 
any adjustments provided? 

4—Where is the best place to buy re- 
pairs for this car?—F. O. Johnson, Moline, 
Ill. 

1—The engine is a four cylinder model 
3% by 4% in. bore and stroke. 

2—The S. A. E. rating is 24 hp. 

3—The clutch is of the running-in-oil 
type using fabric-faced plates against a 
single steel driving disk. To adjust 
clutch, first see that you have at least 
three pints of good motor oil, medium 
light, in the clutch housing—for sum- 
mer use. In winter, or cold weather, it 
is well to add about one-fourth of kevro- 
sene and three-fourths of the motor oil, 
to be medium thin. 

Second—Be sure that the clutch pedal 
does not come back against the foot 
board when clutch is engaged. Tnere 
should be at least % in. clearance. 

Third—See that you have at least 4 in. 
clearance between clutch disk hub and 
clutch sleeve, when clutch is _ iully 
engaged. 

Adjust Slightly 

Fourth—Do not make too great an ad- 
justment so as to shorten the travel of 
clutch sleeve, as too short a travel on 
your clutch pedal will not let the clamp- 
ing lever come back far enough so that 
the outer end will engage against the 
master ring. This would not pull the 
master ring free from the friction disk, 
and would cause your clutch to drag. 
First of all, let us understand that the 
clutch when engaged will not hold until 
the oil and the air are removed from tne 
friction disks. After the oil and air is 
removed, the atmospheric pressure on 
the master ring would not hold tightly 
enough to spin clutch disk and shaft 
and would not come to rest when the 
clutch is released. In case the clutch 
drags, be sure that this master ring pulls 
back at least 1/16 in. when you fully 
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Wasner System Used on 1913 Studebaker 
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Delco System Used on 1919 Nash 


NASH WIRING DIAGRAM 

Q—Publish 1919 Nash wiring 
diagram. 

See Fig. 7. 
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release clutch. This may easily be de- 
termined by inserting a rule through the 
hole in clutch cover, with*one end against 
the master ring, when clutch is engaged. 
Then push clutch pedal to the extreme 
ahead, and see by rule that you have 
this against the master ring, which 
should show about 1/16 in. travel. This 
may be tried a few times to fully de- 
termine if the master ring is removed 
from the friction disks. 


Fifth—When necessary to replace fric- 
tion disks, remove clutch from flywheel. 
Before taking transmission off, push 
clutch pedal forward and insert between 
clutch sleeve shifting collar and clutch 
cover a couple of % in. nuts on each 
side of the shaft (these nuts to be wired 
with about 3 in. of wire between them). 
This compresses the spring back against 
the clutch cover, taking all strains off 
clamp levers and when transmission is 
removed leaves the clutch cover free to 
be removed. In replacing transmission 
it is well to have your shifting lever in 
high gear, so that when clutch shaft is 
inserted into clutch sleeves you will be 
able to take hold of the universal joint 
end and turn one way or the other, so 
that the four keys that drive the clutch 
disk will slip into place. 

Care should be taken to see that the 
Paper gasket between the transmission 


and rear hanger will not be injured. In 
replacing the bolts it is good policy to 
insert about three bolts in equal spaces 
and draw flange up carefully, and see 
that the joints are even and true with 
the faces. Examine carefully and see 
that there is no oil leakage between 
transmission and crankcase housing 
after you have all the bolts tightened in 
place. Then remove the two % in. nuts 
that you use as fillers between and allow 
clutch to seat. When this has been done, 
see that clutch is properly adjusted as 
heretofore outlined. 

Sixth—In case clutch grips or jerks, 
it is evidence of scarcity of oil. If it 
drags when first starting the car after 
standing in the cold weather, it is evi- 
dent that the oil has become thick and 
gummy. It is well to replace with new 
oil, 

Seventh—If clutch slips, it is evident 
that it requires adjustment, or pedal is 
touching foot board. 


REPAIRING DODGE CLUTCH 


Q—Describe method of dismantling and 
relining the Dodge clutch after the clutch 
is on the bench. 

2—Should the bronze bushing in the 


end of the clutch shaft, into which the 
end of the sliding gearshaft fits, be a 
snug fit or a rather loose one?—S. W. 
Moebius, Frisco, Utah. 
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1—In this regard the Dodge company 
advises that the difference in the price 
of the lining for the disks compared to 
the disks already lined is very little and 
that it will be cheaper all things con- 
sidered to install the disks already faced 
with lining. In view of this assertion 
we would advise that the manufacturer’s 
statement be considered before relining 
the clutch disks. However, if the work 
is to be done and you already have the 
clutch on the bench the rest of the task 
is comparatively simple. You will note 
that there are a set of pins for driving 
the clutch and a set of pins which are 
driven. The driving disk pins are se- 
cured to the flywheel and are on the 
outside radius. The driven pins carry 
the friction disks and are on the inside 
radius. The pressure plate is removed 
first and then the other disks with their 
friction lined material are removed. The 
material is riveted to the disks, and when 
the new material is installed care should 
be taken to see that the rivets do not 
protrude. 


2—The bronze bushing into which the 
end of the sliding gear fits should have 
a medium fit, neither too light nor too 
loose, fitting just tight enough to allow 
of a slight resistance to the movement 
of the. clutch shaft. 


CUTOUT TROUBLE 

Q—In a 1918 Briscoe 4-24, equipped with 
the Auto-lite electrical system the cut- 
out does not open when the engine is 
stopped and the battery discharges 
through the generator until the cutout is 
opened by hand. Can you advise the 
cause of this and the remedy?—Lawrence 
Mattson, Stanchfield, Minn. 

The cutout points have evidently be- 
come pitted so that they stick. The 
points should always have a clean, 
smooth surface that will give perfect 
contact. When they get rough and dirty 
so that a perfect contact over the whole 
surface is not obtained a heavy flow of 
current will pass through the points of 
contact and tend to make conditions still 
worse. It is advisable to clean the point 
and file the surfaces to obtain a good 
contact. If the points are found to be 
badly pitted it may be necessary to in- 
stall new points. 


CLUTCH LEATHER 


Q—What are the reasons for putting 
the flesh side of clutch leather out in- 
stead of smooth side?—Harris Opp, Dil- 
lon, Mont. 

1—According to the recommendation 
of the large belt manufacturers. the 
grain side of the leather should be placed 
next to the pulley. It is claimed to have 
a much better co-efficient of friction and 
that it is possible to get approximately 
33 per cent more power by placing the 
belt in this Manner. The grain side of 
the leather has a velvety surface while 
the flesh side is very hard. In the case 
of the leather cones the flesh side is 
usually placed out. This is probably be- 
cause plenty of friction can be obtained 
and the surface being harder will have 
much better wearing qualities. There is 
very little danger of the surface becom- 
ing glazed if the leather is properly 
cared for and it is possible to soften the 
leather by applying Neatsfoot oil. 
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Interesting Facts on Race Track 
Construction 


E are planning to build a race track 

in Sterling, Ill., and would like to 
have your suggestions as to the best ma- 
terial to use and how to go about building 
such a track.—Harry E. Kidd, Sterling, 
Tll. 

Naturally dirt will make a track that 
will come the cheapest from the imme- 
diate outlay side, but it will not give the 
satisfaction that some harder and faster 
surfacing material will bring. 

Cinders are not to be considered at all 
because it is almost impossible to apply 
any suitable binder. 

Asphalt should not be thought of with- 
out a concrete base and if this is laid 
down the surface may as well be of 
cement and be that much better. 

As a matter of fact, boards will make 
the best track from all angles, although 
they will, with the present high cost of 
lumber, run the outlay into heavy figures. 

Boards, cement or asphalt should not 
be attempted unless the promoter is sure 
of good attendance and this cannot be 
assured without good talent and this in 
turn, means good prizes and a good track, 
else the cream of the’ talent will not be 
available for competition. 

Can Sterling, Ill., stand the expense of 
a really good track? Galesburg has had 
good meets and good crowds so—why not 
Sterling? 


Board Track Best 


The reason a board track is best is that 
it can be laid over any sort of ground 
and, in case it is found to have humps 
or dips—and they will come in time— 
these can be raised or lowered as needs 
be to make the track smooth. Such a 
track will run into big figures, however. 
It should be surfaced with a 2 by 4 in. 
rough stock, laid on 2 by 8 in. planks 
set on edge and these in turn supported 
by heavy timber. The 2 by 4s should be 
on edge and should be laid lengthwise, 
of the course. The 2 by 8s should be 
not more than 20 or 24 in. apart and 
set across the track and the whole should 
be high enough so workmen can get un- 
der to raise or lower the foundation in 
spots as needed. 

This is the form of construction used 
on the fast mile and a quarter track at 
Los Angeles and was the form used for 
the Chicago speedway. The Los Angeles 
track is 50 ft. wide, and that is not 
enough; a half-mile track should be at 
least 75 ft. wide and the turns should be 
banked all they will stand. With the 
mile and a quarter track at Los Angeles 
the turns are banked some 45 deg. and 
they have the advantage of a triple 
radius, an idea of John S. Prince, the 
veteran track builder who designed the 
western speedway. As a matter of fact 
it might be well to communicate with 
Mr. Prince at the Los Angeles Speedway 
Association, Chapman Building, Los An- 
geles, Calif., and get his views and per- 
haps have him make a design for the 
track. 

A track with concrete foundation and 


cement surface will have to be just as 
large in all ways and of the same design 
as would a board track; this will also 
apply to a track with asphalt. surface, 
and the relative costs can only be de- 
termined through a set of bids after the 
size of the track has been agreed upon. 
In making either a cement or asphalt 
track it must be remembered that it will 
cost a good deal to grade and fill for the 
track, whereas this is not required with 
a board track. As a matter of fact the 
board traek in the end will be as cheap 
if not cheaper than the other kinds and 
the board track has the advantage al- 
ready referred to, to say nothing of 
salvage in case it should prove a failure 
and should be torn up. 


Allow Ground to Settle 


In building a board track the ground 
should be laid out with care and allowed 
to settle after the piers of concrete have 
been laid. These concrete piers should 
be laid on substantial blocks down some 
4 ft. in the ground. 

On the piers come the heavy sills, run- 
ning lengthwise of the track. On the 
sills will be placed the 2 by 8 Gross 
members, lapped in the center and of 
cofirse braced methodically as are the 
sills of a house. 


When the 2 by 4 pieces are placed on 
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the sills the ends should be staggered; 
that is, the seams should not be directly 
across the track or at right angles to it. 
Each 2 by 4 should be tacked to the sill 
and should also be nailed to one another, 
so as to form a solid surface. 


In making such a track there should 
be a flat apron on the inside at least 6 
ft. wide all around the track and the 
pole line should be 3 ft. from the outer 
edge of the apron. 


Certain rules of the racing contest 
board of the American Automobile Asso- 
ciation will have to be adhered to re- 
garding a safety rail, fences, etc., and 
this can be learned by writing to the 
chairman, 501 Fifth Avenue, New York 
City. 


Bank Straightaways 


Not only the turns but the straights 
as well should be banked, not only to 
permit of drainage but for the sake of 
speed as well. The Los Angeles track 
is at least 3 ft. higher on the outside 
of the straights than the inside. This 
permits of better banking of the turns 
and makes it possible for fast cars—and 
they are getting faster every day—to 
enter and leave the turns without so 
much slacking of speed. It is speed that 
the public demands. Given a fast track 
the cream of the countrys’ speed mer- 
chants will compete, and with the De- 
Palmas, Miltons, Charles, and Murphys, 
to say nothing of other talent, Sterling 
should be able to draw quite as many 
people as any other place. It is all a 
case of having enough nerve and capital 
to go to it. 


Cleaning Grease From Running Gear 
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Fig. 8—Home made spraying device 
made of standard fittings. The 
coupling which forms the nozzle ad- 
justment has a plug fitted in one 
end and is drilled out as shown. A 
very small pinhole through the cover 
into the can will help in raising the 
liquid to the nozzle although it is not 
needed in some cases 


DVISE the best method of cleaning 

gréase from the running gear prepar- 
atory to painting.—W. A. Martin, Liberal, 
Wis. 

Stronger cleaning solutions can be 
used in cleaning for burn off jobs than 
can be used for cleaning before repaint- 
ing. If you intend repainting the chassis 
and have a wash rack, scrape off the 
worst of the caked mud and grease with 
a putty knife and then wash it with 
gasoline, using a gasoline brush or old 
worn out paint brush for the purpose. 
Next make up a suds of soap and water 
and sponge off all of the grease that has 
been loosened up by the gasoline and 
then hose off thoroughly. Out of the 
way places like the insides of the 
splashers, rear side of gas tank, etc., are 
not ordinarily painted even in the best 
grades of work and hence no cleaning 
of them is required. If you have no 
wash rack available you must do the best 
you can by scraping and washing with 
gasoline—the soap suds can be used 
also—and then sand the surfaces well 
with No. % sandpaper to free them of 
any remaining grease or dirt. 


If you have a supply of compressed air 
you can rig up a spray at little cost that 
will do this cleaning quickly and cheaply. 
Such a device, Fig. 8, can be improvised 
from a few pieces of copper or brass 
tubing, and can be used for spraying the 
soap suds as well as the gasoline. It 
can also be used for spraying paint. 
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Tire Service Car Combining Utility and Advertising Value 













































































Fig. 9—The service car for the tire 


AIRPLANE BODY FOR TIRE SERVICE 
CAR 

We are planning to equip one of our 
service cars with a special body which 
will closely resemble an airplane body. 
We want to make it as much like an air- 
plane as possible and still be practical 
for tire service. We will appreciate any 
suggestions which you might care to 
make which would help us design this 
body and would also like to have draw- 
ings.—Jerry Hall Tire Co., 1007 Francis 
St., St. Joseph, Mo. 

Your idea of building a body for your 
car to resemble an airplane is very 
clever and should create quite a sensa- 
tion for a time. As an advertising 
novelty, it will put your name before the 
public in a way that should leave a last- 
ing impression. 

We would suggest that if you do build 
this body you make a good job of it. 
Copy the style of a fuselage in detail 
as much as possible. It would be much 
more realistic to build the body of wood 
framework and slats over which canvas 
could be stretched and painted. 

Our sketch, Fig. 9, shows convenient 
Cupboards and compartments for sup- 
plies and tools. An air tank for inflat- 
ing tires could be secreted somewhere 
Inside the body but a good sturdy engine 
driven air pump would be much more 
business-like. It might be possible to rig 


-Up two spring hose reels, one leading out 


from each side of the body. 


repair shop could have compartments built 
as shown above 


The more complete your equipment is, 


the better satisfied your customers will . 


be. We know of one tire concern that 
has built up a good business with an old 
Ford delivery truck carrying a tank of 
air, etc., and we believe that if you carry 
out this plan it will prove to be an adver- 
tisement difficult to duplicate in any 
other way. 


RENEWING KHAKI TOP 


The khaki top on my car, which is not 
quite a year old, faded considerably and 
leaks in a rain storm. Can you tell me 
what to treat the material with which 
will not damage the color and which will 
not streak. Would melted parafine be 
satisfactory?—Harold E. Brown, 52 Court 
St., Janesville, Wis. 


There are many preparations on the 
market that will serve the purpose. 
Paraffine would not make a permanent 
repair. The Sek Mfg. Co., 4301 W. Kinzie 
St., Chicago, Ill., make a top-varnish that 
will answer your purpose and we suggest 
that you take the matter up with them 
direct. 


VALVES STICK 


Q—The push rods on a model 17 Ford 
stick and thus hold the valves open. 
Putting gasoline around the push rod and 
guider to cut the dirt don’t seem to help. 
What would you advise doing?—Frank 
Ewing, Fairland, Il. 


into it for necessary tools and supplies 


If the valves do not seat properly it 
may be logically attributed to weak or 
broken valve springs. Weak inlet valve 
springs will not produce a noticeable 
effect upon the running of the engine 
but weak exhaust valve springs will 
cause uneven runfing. This is due to 
the fact that the exhaust valves do not 
close immediately which allows a cer- 
tain portion of the charge under com- 
pression to escape thus reducing the 
force of the explosion. 


Testing for Weak Spring 


A good way to test for weak springs 
is to remove the valve plate and insert 
a screwdriver between the coils of the 
spring with the engine running. If the 
speed picks up it indicates a weak 
spring. The only remedy in this case 
is to install new valve springs. There 
is also a possibility that warped valve 
stems contribute to the trouble. How- 
ever, if the valves are in good condition 
they can easily be trued. If you will 
examine the valve and valve seat you 
will probably find both pitted and coated 


_with carbon. This can be remedied by 


grinding in the valves. If carbon causes 
frequent trouble indications are that the 
pistons are pumping oil. This being the 
case the only remedy is to have the 
cylinder block reground or rebored and 
oversize pistons and rings fitted. 
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Evelyn Emergency 
Bumper 


The Southern Specialty Co., 1045 Old 
Colony Building, Chicago, will manufac- 
ture the Evelyn emeigency bumper, in 
four different styles, and one style truck 
bumper. 

Style H is called the emergency 
bumper because the body springs of the 
automobile are utilized in connection 
with the bumper when the bumper 
strikes an object with great force, thereby 
reducing the blow on the car to a 
minimum without throwing the force on 
the gooseneck. 

The bumper and body springs have 
been combined in such a manner that a 
shock absorbing and snubbing action at 
the proper time will be exerted on the 
body springs. Another important feature 
of this bumper is the angle iron placed 
between two reversed bent springs which 
comprise the bumper. This prevents the 
center of the bumper from bending in- 
wardly and the ends of the springs from 
bending outwardly. Any blow upon the 
angle iron will uniformly compress the 
bumper springs so that all the energy 
in the springs is utilized. These bump- 
ers are fixed to neat appearing brackets 
which are mounted on the point of the 
gooseneck. The round bars which are 
connected to the bumper springs and bell 
crank which automatically compress the 
body springs are guided through these 
brackets. The bell crank and slotted 
links are pivoted on suitable brackets. 
All brackets can be fixed rigid to the 
frames with U-bolts or rivets. The 
bumper springs vary in width from 14” 
to 2%” to suit cars of any weight. This 
style of bumper is designed for the front 


Evelyn emergency bumper 





Lox-on air chuck 


end of the automobile and can be ap- 
plied to nearly all makes of cars. The 
price complete, black enameled $42.50, 
nickel plated $45.00. 


Lox-on Air Chuck 


The Lox-on Junior air chuck slips over 
the valve stem and then grips it tightly 
by merely bringing the thumb and fore- 
finger together. To replace it the opera- 
tion is merely reversed. It is furnished 
for %4 and % in. inside diameter hose 
to order but comes as standard for 3/16 
in. hose. It is made by the Automatic 
Safety Tire Valve Corp., New York. 


Safety Robe Rail 


This is a robe rail which has a lock- 
ing bar which comes down and clamps 
the robe so that it cannot be removed 
The device is self locking. The dvice 
is finished attractively. Price, $20. Mo- 
tor Car Supplies Co., Inc., 238 West 
Fifty-Sixth Street, New York City. 





Shotwell-Johnson heater 


Povasco gasoline tank and radiator filler caps 


Tuway Dashlamp and 
Plug Socket 


This is a combination dashlamp and 
plug socket. It has a socket into which 
a trouble lamp, cigar lighter, or other 
electrical device may be plugged. The 
switch is conveniently located on the 
bracket. It is made of brass and finished 
in nickel. It comes complete with bulb, 
screws, bolts, and nuts for attaching to 
either wood or metal dash. Hither single 
or double contact socket is furnished. 
Packed in individual cartons. Motor 
Specialties Co., Waltham, Mass. 


Povasco Caps 


Radiator filler caps and gasoline tank 
filler caps are made to fit all popular 
cars by the Pouvailsmith Corp., Pough- 
keepsie, N. Y. These caps are moulded 
from black Povasco material over solid 
brass inserts. They are highly polished 
and are claimed to keep their black color 
indefinitely and not to be affected by 
changes in temperature. 


Shotwell-Johnson Heater 


For Ford cars, the Shotwell-Johnson 
Co., Minneapolis have placed on the 
market a heater which is easily installed. 
It fits over the intake manifold and the 
tube of the heater bolts around the ex- 
haust pipe thus heating the air before 
it enters the car through the register in 
the floorboard. It circulates warm air 
through the car and is claimed to warm 
the entire interior not merely the floor. 
Retail price $7.50. 
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Valve Facing Machine 

The “Kwik-Way” valve facing machine 
is built for the purpose of reaching engine 
valves preparatory to grinding. The 
valve is held by a specially designed 
chuck and rotated while the face is being 
trued up with a grinding wheel. This ma- 
chine has a direct motor drive through a 
friction clutch pulley on the grinding 
minimum without throwing the force on 
in nickel. It comes complete with bulb, 
wheel shaft are on unit. The chuck shaft 
runs in reamed bearings, adjustable for 
wear, and is driven at a speed of 200 
r.p.m. by a set of worm gears from the 
grinding wheel shaft. The adjustment of 
the valve relative to the face of the 
grinding wheel is accomplished by turn- 
ing the small crank at the left end of the 
chuch carriage. This machine will take 
any size valve up to and including 3-in. 
head, and %-in. stem. Cedar Rapids 
Engineering Co., Cedar Rapids, Iowa. 


Julian Visible Pump 


The Julian visible pump measures the 
gasoline in a government inspected gal- 
lon glass cylinder, which is inside an 8 
gal. glass cylinder, thus protecting the 
smaller glass cylinder from the expan- 
sion and contraction caused by heat and 
cold, giving a uniform gallon at all times. 
The register device in the pedestal of 
the pump keeps a daily record of the 
sales, prints and delivers a ticket for 
each sale, giving name of garage, date 
of sale and number of gallons sold to 
each customer. This pump will be man- 
ufactured in Jamestown, N. Y., by the 
Julian Pump & Mfg. Co. 





Adjustable engine stand 





Julian visible pump 


Ke Hawke Tire Spreader 


A convenient holder for a tire being 
repaired is the Ke Hawke tire spreader. 
The principle feature of this stand is the 
ten claws which hold the inserted tire 
firmly. In this way the tire can be eas- 
ily inspected and “stays put” until the 
necessary repairs are made, every part 
being visible and accessible. Ke Hawke 
Mfg. Co., 1006 Lake St., W., Minneapolis, 
Minn. 





Payson valve facing 


machine 


““Kwik-Way” valve facing machine 





Adjustable Engine Stand 


This stand will handie truck, tractor 
and airplane engines as well as passen- 
ger car engines. It has several features 
among which is the front engine sup- 
port sliding on the cross .pipe support 
which centers itself with the engine. An- 
other feature is the method of handling 
the front support on 3-point engines. 
When adjusting the stand for width by 
the lower crank, the cross support ad- 
justs itself, which is accomplished by one 
pipe sliding into a larger one. It is ad- 
justable from 0 to 33 in. in width. The 
crank at the lower part of the stand is 
used for making adjustments. Carswell- 
Hammond Mfg. Co., Boone, Iowa, 


Payson Valve Facing 
Machine 


This device refaces valves automatical- 
ly, and will take care of 45 deg. valves 
ranging in size from 1 to 2% in. in di- 
ameter. It does not cut the entire face 
of the valve at one operation, but feeds 
down automatically, removing only about 
one-thousandth part of an inch. ° The 
time required to reface a valve on this 
machine is claimed to be from one to 
three minutes. If the valve stem is bent, 
it cannot be placed.in collet, thus indi- 
cating automatically a crooked or bent 
stem. Price complete, $35. Payson Mfg. 
Co., Milan, Ill. 


Laminated Shim 


The Fit-All is a new addition to the 
Laminated stock shims for standard au- 
tomotive bearings. It will fit nearly all 
shapes of bearings. It is claimed this 
new shim combines the advantages of 
the laminated shim with the old-fash- 
ioned sheet brass shim. It comes in dif- 
ferent thicknesses with holes punched in 
two different diameters. Laminated 
Shim Co., 47 West 37th St., New York. 





Ke Hawke tire spreader 
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Customer Damages 


Plate Glass 


E would ask your legal advice in 
regard to the liability of a customer 
in regard to the following: 

Customer keeps his truck in live stor- 
age in our garage. Cur salesman, taking 
his own car out of the garage, left the 
glass door open all but 9 in. The owner 
of the truck followed him out but mis- 
judged the distance and one of his stakes 
on truck body struck and broke the large 
plate glass in door, which will cest about 
$70 to replace. Owner admitted to me 
that salesman was not responsible or 
liable for damage, but have no witness. 
Later, customer said he wouldn’t blame 
anyone, but did not feel like paying for 
total damage, when he heard about how 
much damage would be. As all glass was 
covered by insurance up to spring 1920, 
when insurance company returned to me 
unearned premium and took off insurance, 
because they considered the risk too 
great, I told customer I had done all I 
possibly could to give him proper protec- 
tion, as I could not find a company in 
town which would give insurance. I felt 
that as I had nothing to do with the 
breaking of the glass, he could hardly 
expect me to incur any of the damage. 
He in turn should carry property and 
public’ liability insurance on his car. 

Kindly advise what you consider the 
proper procedure in replacing glass. The 
door is at present boarded up.—E. J. 
Henn, Odell, Ill. 


Customer Negligent 


This appears to be a plain case of 
negligence on the part of your customer. 
Damage from his own misjudgment 
should not be borne by you. Had you 
carried insurance the company would 
have the right to bring an action to re- 
cover from the one whose negligence 
produced the loss. 

Perhaps the quickest and best pro- 
cedure for you would be to replace the 
plate glass in the door and bring an 
action to enforce payment from the party. 
The cost of the replacement would 
measure the damages which you should 
recover. 


Liability Insurance 
Policy 


We had a car in storage that had al- 
ways been kept in our basement. This 
car was driven into our garage at about 
11:30 p. m. and the driver stopped the car 
directly in front of the elevator, shut off 
the engine and left the car standing until 
such time that our attendant would re- 
ceive the car and take it to the basement. 
At the time the elevator platform was 
down and the gate protecting the open- 
ing was also in its proper position. Be- 
fore our attendant could take the car and 
put it away several other cars came in 
and the car that was immediately behind 
this car stood within about 56 ft. of it. 
Our man got in the car back of the first 


MOTOR AGE 


By Wellington Gustin 





Tell Us Your Legal 
Problems 


S EEMINGLY knotty legal prob- 
lems are constantly arising in 
the dealer’s business, which even a 
slight knowledge of the law easily 
may solve. ‘MOTOR AGE presents 
here the most common legal prob- 
lems which confront the dealer. Mr. 
Gustin, a member of the Chicago bar, 
not only is well versed in the law 
relating to the dealer, but presents it 
in such a way as to be readily under- 
stood by the layman. In addition to 
his articles, Mr. Gustin will gladly 
answer such individual inquiries on 
a points as may be submitted 
to him. 











mentioned car and started to drive it up 
and out of the road but through some 
cause or other, which could not even be 
explained by our employe and further on 
acceunt of the second car being a Ford, 
the forward speed stuck in position and 
hit the car ahead of it hard enough to 
send it through the elevator gate and 
down the shaft, the car lighting on the 
elevator platform. 


We have always carried liability insur- 
ance and we had same at this time being 
written with the New Amsterdam Casu- 
alty Co. We repaired the car and the 
bill amounted to $975. The insurance 
company have refused to pay and their 
basis of refusing the pay is on account 
of an endorsement on the policy reading 
as follows: 

Condition “A”. This Policy does not 
cover loss from liability. 

1. Any workman’s Compensation law— 

2. Caused by any minor employed by 
the assured contrary to the statutory age 
limit— 

3. Caused by the use of any automo- 


bile vehicle in any race or speed test or 
for livery purposes— 


* themselves 
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4. Suffered by any person through the 
existence of any elevator escalator, mov- 
ing platform or other hoisting device not 
described in statement five of this sched- 
ule— 

It is my personal opinion that the above 
clause has no bearing on this case what- 
soever and my interpretation of this 
clause is that they would not be liable 
if this car had been on the elevator at 
the time of the accident. 

About two weeks ago they offered to 
settle for $500 and I refused to entertain 
any such settlement and I would like to 
ask if you will not please give me your 
advice in the matter and if you have any 
authorities governing any cases that are 
liable to beat us in Court, would indeed 
be glad to have the reference—A. R. Stone, 
Omaha, Nebr. 


More Facts Needed 

You state that your policy is for lia- 
bility insurance. Strictly liability insur- 
ance is against personal injuries only. 
However, under condition “A” is the 
statement that the policy does not cover 
loss from liability. It appears the com- 
pany’s reasons for refusal to pay are 
quite indefinite, and we would not like to 
hazard a reply without full facts before 
us, 

If you can spare the policy and will 
send it to us by registered mail, we shall 
be glad to go into it more thoroughly 
and give you our opinion. The biggest 
item in your favor from which we gather 
from your letter is the company’s offer 
to settle. 

Insurance companies seek to guard 
against injuries by or 
through the existence of elevators, etc., 
and it appears that the loss would not 
have been suffered except for this ele- 
vator. But the policy may show that 
this has no bearing on the case as you 
suggest. 


Iowa Dealers, Individually, Must Register Used 
Automobiles 


CTING under the Iowa Motor Vehicle 
Registration Act, section 23, per- 
mitting dealers to apply for a general 
number for all motor vehicles owned or 
controlled by, them, the Secretary of 
State for Iowa declined to issue a general 
distinctive number to cover and operate 
as a license for all motor vehicles owned 
or controlled by dealers in the ‘business 
of, for one thing, selling used motor 
vehicles. The trial court held that the 
statute gave such an applicant the right 
to such number, but the Supreme Court 
of Iowa has reversed this decision, up- 
holding the ruling of ‘the Secretary of 
State. i 
The Supreme Court said that though 
the act, in section 23, permits a general 


license to dealers for all motor vehicles 
owned or controlled by them, the pur- 
pose of the entire act, and especially of 
section 3, 4, and 21, to require registra- 
tion to aid in the recovery of stolen 
automobiles and incidentally to produce 
revenue, is so manifest that vehicles re- 
ferred to in section 23 will be restricted 
to “new” vehieles, and dealers in used 
automobiles will be required to procure 
individual registration of each car. 


The fact that section 20 of said Act 
makes it a felony for a dealer in used 
automobiles to fail to register each car 
purchased by him shows that section 23, 
permitting a license to dealers which 
covers all vehicles controlled by them 
was not intended to apply to used cars. 
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Constructing an Inexpensive Oil Handling 
Service 


UBRICATING oil is the most difficult 

thing to handle that the garage man 
has in his line. In probably 60 per cent 
of the garages when the customer asks 
for a quart of oil at the curb a man must 
go to the back of the shop 75 to 200 
ft. distant to get it. 

Many times the excuse for this incon- 
venience is that the necessary tanks take 
too much space in front where there is 
none to spare or where their appearance 
would be a disadvantage. Again, many 
men do not like to make the outlay 
necessary for pumps and underground 
tanks, especially where customers’ wants 
are varied and five or six brands must 
be carried. 

Remembering that oil will run down 
hill through a pipe, the scheme in the 
sketch is suggested as a very inexpensive 
way of obtaining first class oil service. 

Supports are made for the barrels with 
small receptacles under each to receive 
the oil. A short pipe nipple screwed 
in the bung hole of the barrel prevents 
air entering the barrel when it is im- 
mersed in the oil in the receptacle. As 
the oil recedes upon being drawn off at 
the faucet, air enters the nipple allow- 
ing oil to flow out and keep the level 
constant. 

It is the same principle used in the 
familiar inverted bottle water coolers. 

The barrels may be upon a platform 
suspended between the roof trusses 
where they can be hoisted by a block 
and tackle with little effort, and pipe 
lines run to several different points if 
desired. 

The expense would be slight and could 
be made a good winter spare time job. 
Very heavy oils should have % in. pipe 
but otherwise % in. pipe should be large 
enough. An ordinary one-piece white 
enamel kitchen sink would be good for 
the delivery and with openings drilled in 
the back for several pipes, instead of two 
as ordinarily received. A grating of 
some kind should be fitted in the bottom, 
on which to set measures and recep- 
tacles. 


Electric Test Box 


In this test box a double throw, double 
pole switch, two light bulbs, a pair of 
test points, a pair of battery clips and 
the necessary wire is used. The wires 
leading to the battery clips may be made 
jong enough to allow using the battery 
in the car or the shop. The wiring dia- 
gram is shown on the right. The test 
points are connected to terminals 1 and 
2, the battery clips to z and 4, one light 























Suggestion for facilitating handling of 


oil 


to 1 and 3 and the other light to A and B. 
This allows the using of one light alone 
or both lights in series. When working 
on a dead wire the clips are attached to 
a battery. Then if both lights are used 
throw switch A into contact with term- 
inal 3 and switch B into contact with 
terminal 4. If a connection is made be- 


tween the test points both lights will be 


turned down. If but one light is desired 
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Testing a Ford magneto before re- 
placing 





throw switch A over 
terminal 1. 

When working on a live wire circuit 
no battery is needed. To use one light 
in this manner place switch A in contact 
with terminal 1 and switch B in contact 
with terminal 2 or by throwing switch A 
in contact with terminal 3 the lights will 
be placed in series. This is a good com- 
bination for testing out the Ford light- 
ing system. With the engine running 
slowly the lights are turned on and when 
the engine starts to miss it indicates 
either a weak magneto or a short in the 
wiring. Now by turning off the car 
lights and placing one test point on the 
magneto post of the coil box and the 
other test point on the engine the lights 
in the test box will light. If the engine 
starts to miss a weak magneto would be 
indicated but if it runs all right a short 
in the wiring would be indicated. This 
test box can be easily constructed at a 
small cost and will stand hard usage. 


Testing Ford Magneto 

In overhauling or replacing a Ford 
magneto it is very uncertain without the 
use of some sort of a tester, as to how 
it is going to work, until the engine is 
completely installed. With the simple 
device illustrated one may be very sure 
of a.good working magneto before in- 
stalling the engine. Solder a piece of 
wire on the magneto contact at A and 
fasten another wire on the cylinder block 
at B. Connect both wires to an electric 
light socket and put in a 6-8V 21 c-P-D.C 
bulb. Now, if by giving the flywheel a 
sharp turn it lights the bulb brightly you 
may be sure of an easy starting, smooth 
running engine—Marvin F. Williams, 
Sherburne, N. Y. 


To Lubricate Springs 

Lubricating the springs of a motor car 
with a spring spreader is a laborious 
process and requires much time. It is. 
much easier to place a jack under the 
frame of the car. This relieves the 
springs of the weight of the car, and the 
graphite and grease then can be worked 
in between the leaves of the springs with 
a hacksaw blade. If possible, it is better 
to use two jacks, one under each side of 
the car. This raises the car evenly, and 
the body and frame.are not distorted as 
when only one jack is used. 


Battery Overcharging 

The man who uses lights and starter 
very little but does a lot of high-speed 
touring should see to it that he is not 
feeding too much current to the battery. 
Most lighting systems have an adjust- 
ment for this purpose, and if so, the car 
should be taken to the service station 
and the change made. 
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Windshield Glass Sizes 


FOR PASSENGER CARS—Roadster Models 











Motor Age Matiiténaiice Data Sheet No. 135 





One of a series of weekly pages of information 
valuable. to service men and dealers—-save this page 


The windshield glass sizes for sedans and coupes will be published in the coming issues of Motor Ace. 





Name and 
Model 





Allen, 43 

American, C60. . 
American Beauty 
Anderson, 840 .. 





& A 
Auburn, 6-39 .. 
Bour-Davis, 21 . 
Brewster 
Briscoe, 4-34.... 
Buick, 1921 
Case, V 
ew 35B & 


Chevrolet, FB . 

Cleveland, 40... 
Climber, 8, 1920 
Cole, Aero, 870 . 
Columbia Six. . . 
Commonwealth, 

45 
Cunningham, 7A 


Geronimo, A45.. 


Hanson, 608.... 
Haynes, L, Six. . 
Holmes, Series 3. 
Hudson, 110.... 
Huffman, R.... 
Hupmobile, R5 . 
Jordan, M...... 
La Fayette, 134. 
Leach-Biltwell, 
20 A, B,C.... 
Liberty, 10C.... 
Locomobile 








Upper Glass 
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Lower Glass 
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Name and 


Model 


aa 


Upper Glass 


Lower Glass 





Marmon, 34.... 
Maxwell, 25.... 
McFarlan, 147. . 
Mercer, Series 5. 
Meteor, R & RR. 
Metz, M. Six... 


Mitchell, F40...| § 


Moon, 6-48 

Monroe, S9-10. . 

Nash, 686-7 

National Sextett, 
BB 


Nelson, E 
Noma, 1C 
Norwalk, 430-KS 
Oakland, 34C... 
Ogren, 6-60.... 
Oldsmobile, 37A. 
Olympian, 45... 
Overland, 4: 
First 5,500. ... 
After 5,500. . . 
Packard, 335.... 
Paterson, 650... 
Peerless, 56, S6. . 
Piedmont, 4-30 . 
Pierce Arrow, 31 
& 51 


Porter, 46 
Premier, 6D... . 
Reo, T6 
Revere, Series F . 
Rock Falls, 12. . 
R. & V. Knight. 
Saxon, 125 
Scipps Booth, 

B 


Skelton, 35..... 
Stephens, 80.... 
Studebaker, EH. 


Templar, 445... 
Texan, A & B-38. 


Westcott, C38 .. 
Willys-Knight,20 
Winther, 61 
Winton, 25 














Westcott, C48 .. 
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Motor Age Weekly Wiring Chart No. 114 


Sheridass Four Cylinder Model—Delco System | | 1920 Hupmobile West. and 


LARGE HEADS LOCATED OW 8. @ FRAME 


castes | A. K. System 


SMALL HEADS JURCTION 80x 
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STARTING STORAGE BATTERY 
woTOR LOCATED Om 8. &. SIDE OF Can 
UROER FRONT FLOOR BOARD 
GENERATOR 
STARTING SWITCH 
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INSTRUMENT LAMP 
4/GHTING AND 
4GNITION SWITCH 





FUSE PANEL 









Tonmeae & 
2 a 4 TROUBLE LIGHT 
LOCATED On 
SWITCH PANEL 


STARTING 
SWITCH 


CYLINDERS FIRING ORDER 1-2-4-3 woToR LIGHT 
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HORN PUSH BUTTON 


8 4ta0 Lae 
a Tait UGH 


STARTING MOTOR 


IGNITER 


WORK GUTTOR 


SHERIDAN FOUR CYLINDER MODEL 


I 920 Scripps-B ooth—Rem y System 





HORN 
SPAAKH PLUG 





GENERATOR 








GENERATOR- 
46rUTION Con 





MEAO LAMP 








Nios of Car and Date on Which Wiring 
Diagrams Have Appeared in 
Previous Issues 





£ 
OsT @ovrToe 
STEERING GEAR 

‘ S7aenne Morar 





Horn 








Engittce Lamp 


ieadnteimes aiinieienenelik anal 


ee Pas 


Allen—June 17, *20 Lenten 29, 
Sept. 30, ’20 Dec ’20 
m Auburn—Sept. 9, ’20 tamale ann 3, ’20 
' Apperson—Aug. 5, ’20 Mitchell—Jan. 6, 21 
oa Buick—July 15, ’20 Moline-Knight—July 22, ’20 
a Pte: ao oH *20 oa Nov. A. 20 
pee adillac—Nov. 18, ’20 oon—July 29, ’20 
a | ANON HEADLAMP Se/t9CH SeltTCn Case—Aug. 5, 20 con 19, 20 
a eee” ae Oct. 7, °20 Moore—Nov. 11, '20 
ce Srorienr ee Chalmers—June 17, ’20 National—Dec. 16, ’20 
re | Socwer- Cole—Dec. 9, ’20 Oldsmobile—Sept. 16, ’20 
‘ | | Jan. 6, '21; Jan. 20, ’21 Nov. 25, '20 
| penance Crow-Elkhart—July 29, '20 Dec. 23, ’20 
| ; om? | Davis—Aug. 12, ’20 Packard—Oct. 7, ’20 
\ Dorris—Dec. 9, ’20 ° Peerless—Nov. 18, ’20 
Dort—Aug. 12, ’20 Pierce-Arrow—July 15, ’20 
| } Dodge—Sept., 2% 20 Reo—July 22, ’20 
ee oe SA — —— Elcar—Oct. 28, °20 Roamer—Aug. 5, '20 
Dec. 2, 28 Sept. 30, ’20 
pe Eee Elgin—Oct. 14, ’20 Dec. 30, ’20 
Franklin—June 3, ’20 Saxon—Sept. 9, ’20 
‘ bt 20 ne 21, °20 
Sinaten Sus rant—Aug. 12, ’20 _ Dec. 30, ’20 
wlenaas Nov. 25, ’20 Scripps-Booth—Aug. 26, °20 
Harroun—July 15, ’20 Stearns—Nov. 4, ’20 
Haynes—June 24, ’20 Jan. 13, ’21 
Hudson—Jan. 13, °21 Stephens—Sept. 16, ’20 
| Jordan—June 10, ’20 Studebaker—July 1, °20 
July 22, ’20 Oct. 28, °20 
Kissel—Aug. 19, ’20 Velie—Jan. 20, °21 
Oct. 21, ’20 Willys-Knight—Oct. 14, ’20 
| Additional Wiring Diagrams May Be 





Found in the Readers’ Clearing House in 
This Issue 











» TAL LAI 
| 
\ 








54 MOTOR AGE February 3, 1921 


COMING MOTOR EVENTS 


es 














Clinton, Iowa Sixth Annual Automobile Show Feb. 23-26 
6 Newton, K Annual Automobile Show. Feb. 23-26 
Bloomington, IiL........4utomobile and Tractor Show.................. .---Feb. 23-26 
Buffalo N.Y “Annual Automobile Show Feb. 26-March 5 
St. Joseph, Mo............ Automobile Show Feb, 28-March 5 
, Automobile Show Feb. 28-March 5 
Annual Automobile Show Feb. 28-March 5 
Annual Automobile Show Feb, 28-March 5 
Annual Automobile Show. March 
_-ussmeeeee Automobile Show March 1- 5 
ilmington, Del........ . Automobile Show March 1- 5 
Wichita, Kan. Annual Automobile Show March 1- 5 
Des Moines. March 2- § 
Brooklyn. March 5-12 
Atlanta......................... Automobile Show March 5-12 
Hew Haven Conn. Annual Automobile Show. March 5-12 
ittsburgh, P Annual Automobile Show. March 5-12 
Des Moi Closed Car Show. March 7-10 
Indianapolis. .~Automobile Show 
Springfield, Mass........Annual Automobile Show 
Scranton, Pa Passenger Car Show. 
Syracuse, N. Y........... . Annual Automobile Show 
Pendleton. Ore Annual Automobile Show 
Newark, N. J Automobile Show 
Annual Show 
maha, Neb -- Annual Automobile Show 
Greenville, S. C Automobile Show 
Torrington, Conn. Annual Automobile Show March 
Chattanooga, Tenn.....Annual Automobile Show. April 
Charlotte, N. , eS -Annual Automobile Show. April 1 
Bridgeton, N. J............ Annual Automobile Show 9 
Gloversville, N. Y....... Annual Automobile Show i 9 


Automobile Shows 


Annual Automobile Show................ 

Chicago National Passenger Car Show 
Allentown, Pa Anaual Automobile Show... 
Lehigh, Pa Annual Automobile Show. 

H » N.Y Annual Automobile Show. n. 30-Feb. 5 
Oakland, Calif............ .Automobile Show an. 31-Feb. 6 
mah ee mah weal of Western Ontario..Jan. 31-Feb. § 
...Automobile Sho an, 31-Feb. 
_Annua Automobile Show a a Peb: 3 
~~ Annua utomobile phow .....Februarv 
“. Annual Automobile Show February 
_.Annual Automobile Show February 
... Annual Automobile 
Logan, Utah Annual Automobile 
Bucyrus, Ohio Annual Automobile 
Tampa, Fla Annual Automobile 
Minneapolis _..Annual Automobile 
Newberg, N. Y............ Annual Automobile Show 
SS Na RES piece yr Car Show— 
Bridgeport, Conn........Ann Automobile W. 
Rochester, N. Y......... Automobile Show 
Reading, Pa.... Automobile Show % 
Yonkers, N. Y Automobile Show x 
Annual Automobile Show. " 
Automobile Ww .. és 
Crawford County Automobile Show...... 
Annual Automobile Show. 
Annual Automobile Show. 
“Automobile Show 
Western Can. Automotive sane. Show 
Automotive and Accessory Sho 
Annual Automobile Show. 





..Jan. 29-Feb. 
an. 29-Feb. 5 
an. 29-Feb. 12 

..Jan, 29-Feb. 12 


















































Roanoke, Va 
Paterson, N. J... 








February 
































March 
March 
March 
March 
March 
March 
March 
March 
March 


7-12 
7-12 
7-12 
7-12 
10-12 
12-19 
12-19 
14-19 
16-19 
20-26 















































B Ohia 
ucyrus, 10... 
Hartford, Conn. 
Kansas City, Mo........ 
Fitchburg, Mass 
Winnipeg 

Sioux City, Iowa 


























Seattle 








Worcester, Mass Annual Automobile Show 





Automobile Show 








Charleston, W. Va... Annual Automobile Show. 


Buffalo. 





Trent N.J 





Ottawa, Ill... pia i Automobile, Truck and Tractor Show......... - 


Annual Automobile Show. 








Streator, TL............... ~ 
° Annual Automobile Show 
San Bernardino, Cal.. haunel Ausemebile Show. 


Columbus, Ohio 





Albany, N. Y Automobile Show 


Scranton, Pa 





San Francisco Annual Automobile Show 





Pittsfield, Mass 


Grand Rapids, Mith.... Aesseiahite Shaw 


Automobile Business Association. 





Louisville, Ky Annual Automobile Show 


Delhi, Ind. 





Deadwoo : Automobile Show 





Salt Lake City......... “Annual Automobile Show 





fpterson, NYT... Annual Automobile Show. 





Mancheste~ Annual Automobile Show. 


Chicago. 








Amarillo. Tex. Annual Automobile how. 
e 


Salt Lake City 











Poughkeepsie, N. Y..Annual Automobile Show. 
Saginaw, Mich. Annual Automobile Show. 





G Annual Automobile Show. 





Indianapolis Sp’wy. 





Feb. 23-26 Strasbourg 





Business Notes 


The Automotive Electric Corp. is the new style 
adopted by the F. J. Marsh Co., Inc., of u 
Claire, Wis., manufacturer of and dealer in elec- 
trical devices and appliances for “er atag aed and 
commercial cars, tractors, farm lighting systems, 
etc. 


To accommodate the growth of its business, 
the Sterling Motor Truck Co. of Milwaukee, 
manufacturer of Sterling trucks, has increased 
its authorized capitalization from $250,000 to 
$1,000,000. Arthur Wollensak is_ chief 
engineer. 


The Cotton States Rubber Manufacturing Co. 
has been incorporated at Atlanta with a capital- 
ization of $500,000 to manufacture automobile 
tires and tubes in addition to a general line of 
rubber products, 


The first airplane manufacturing company in 
the south is to be located at Jellico, Tenn., the 
Southern Carrplane Mfg. Co. ie been organ- 
ized there with $250,000 capital. he plane to 
be manufactured will be known as the Carr- 
plane. It was designed by Capt. Walter 
Carr, formerly an army aviator. L. E. Woody 
is president and general manager of the com- 
any; W. I. Jones is secretary and treasurer. 

e new corporation succeeds the Jellico Aero 
club, which fathered the project. 


The Miles Piston Ring Co. has opened a ware- 
house and office in Memphis, Tenn., and will 
carry a large stock of piston rings. ys . 
Crawford, of Chicago, is president and sales 
manager. Dallas an Oklahoma City offices will 
“be opened immediately, it is stated, and Birm- 

* ingham, New Orleans and Atlanta soon. 


The U. and J. Carbureter Co, of Chicago has 
opened a distributing house in congue for the 
distribution of carbureters through the tri-states 
territory of Arkansas, Mississippi and Tennessee. 
R. E. King is manager and V. Rinard, for- 
merly with the Allen Motor Co., is in charge of 

ce. 


National Tractor Show 
Truck & Tractor Show 


Delhi Motor Car Show 


Automotive Elec. Service Assn 
Intermountain Automotive Trades Assn 


First Ann’l Motors and Sportsmen’s Show..April 11-16 


Tractor Shows 


Feb. 7-12 
March 14-17 








Foreign Shows 
Feb. 7. 





Conventions 


Feb. 2-4 
Feb. 24-25 





Races 


500 Mile Race_........... PSE ENG SBC W EE SONGS RAL FO deo Dep rsscil 
French Grand Prix 








The Burnoil Engine Co., formerly of South 
Bend, Ind., has been taken over by the Dodge 
Manufacturing Co., and all matters pertaining 
to the sale of its product are now handled b 
the oil engine division of the Dodge Sales 
Engineering Co., Mishawaka, Ind. 





OLL up your sleeves. 
There 8,000,000 


R 


motor vehicles to service this 


are 


year. 














The Oliver Rim Co., manufacturers of a new 
double jointed rim for automobiles, at the first 
annual meeting of the board of directors held in 
Atlanta, re-elected Elmer Oliver, president and 

. E, Gregory, secretary and treasurer. ‘ 
Whittaker was elected vice president. The num- 
ber of directors was increased to eight, the new 
members of the board being W. R. Massengale 
and J. S. Hollins, both of Atlanta; H. q 
Crouch, of Johnston, S. C.; P. A. Redmond, of 
Aragon, Ga. The directors re-elected are Joseph 
A. Blount, F. A. Seegar, Neal Maier, all of 
Atlanta, and R. J. Aycock, of Pinewood, S. C. 


_ The Petroleum Motors Corp., Chicago, organ- 
ized about eighteen months ago to develop an 
opposed piston type, heavy duty truck and trac- 
tor engine to operate on low grade fuels, have 
completed their experimental work and have re- 
organized for $1,250,000, par value $10 per share 
to go into the manufacturing of these engines 
and will soon start production on a small scale. 


With the removal of the Universal Tool Co.’s 
office from Detroit to their newly finished factory 
at Garwood, N. J., a company has been formed 
to handle the sales of their products to the 
wholesale trade in Minnesota, Iowa, Missouri, 
Arkansas, Louisiana and all states farther east. 
The new company is incorporated under the 
name of the Detroit Consolidated Sales Co., Inc., 
with offices in Detroit. 


The Illinois Tractor Co., Bloomington, II)., 
has been reorganized and officers have been elect- 
ed as follows: President, John B. Foote, Chi- 
cago; vice president, Homer English, Blooming- 
ton; secretary, Ernest Mehringer, Bloomington; 
treasurer and general manager, B. F. Sprankel, 
Bloomington. The new board of directors com- 
prises R. O. Morgan, South Bend, Ind.; John 
B. Foote, Chicago; Homer English, Blooming- 
ton; James Rosenthal, Chicago; Phillip Morris, 
Chicago, and B. Batten, Racine, Wis. A 
proposition has been tendered by which the IIli- 
nois Tractor Co. will be absorbed and future 
operation controlled by a leading automotive 
company. 





